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$75,000,000 IN MICHIGAN— 


Concentration of activities in a limited territory—maintenance of a personal interest 
in every Detroit Life salesman—constant, conscientious service to Detroit Life policyholders. 




















These have been some of the factors resulting in over $75,000,000 of insurance in force 
on the lives of Detroit Life policyholders in Michigan. 





To salesmen who contemplate entering the life insurance business and others voluntarily 
seeking a new opportunity, we shall be glad to outline the opportunities we can offer in 
Michigan territory. 


DETROIT LIFE INSURANCE Co. 










































vy “THE COMPANY OF SERVICE” i 
Y M. E. O’BRIEN, President y 
be HOME OFFICE—PARK AT COLUMBIA DETROIT, MICH. Y 
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5 The Fireman’s Fund fleet now includes E 


the parent Company (established 1863) 
the Home Fire & Marine, the Occidental 


| Insurance Company and the Occidental 


Indemnity. Combined assets $44,000,000 
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A RELIANCE BROADCAST 


if 


A. B. HEISER 


of COLORADO 
cANNOUNCING 


Just two years ago, I left the auto- 
mobile industry with which I had 
been identified for eighteen years. 
As you know, that business depends 
on /wve prospects. Automobile sales- 
men have the same problems in refer- 
ence to prospects as the average life 
insurance underwriter. 

With the Reliance this is no prob- 
lem. The answer is 
Lead Service. Never 
in my years of selling 
have I seen such a 
wonderful means of 
getting in to see any- 
one, particularly a 
hard man to talk to. 

With Lead Service 
I started on the men 
I knew best; those 
whom I knew were 
physically able to 
pass the examina- 


and then says he has never received 
a finer illustrated introduction letter 
from any insurance organization. 
The Lead Service system provides 
the opportunity of selecting the best 
risks in the community. Practically 
every man I have sold was not in the 
market until the Lead Service letter 
created the need in his mind. 
Allow me to give 
you an X-ray picture 
of what Lead Service 
has done for me. On 
October 9, 1927 I 
started with the Re- 
liance Lite, having 
had no previous ex- 
perience in life un- 
derwriting. Since 
that time I Fave used 
nothing but Lead Ser- 
vice introductions. 
During the seven 


tion, and who finan- A:B. HEISER months, from Jaau- 


cially were able to 
purchase a good sized policy. The 
Advertising Department was re- 
quested to release Lead Service 
letters to these men. Just as soon 
as I thought they had had time to 
read the letter, I made my call. 
The prospect nearly always re- 


ceives me with a hearty welcome and 
tells me he has received our Vice 
i. President’s letter introducing me, 


Why Its Profitable to & 


The principle upon which the Lead Service Plan is 
founded has been demonstrated to be thoroughly sound 
in theory and practice. This principle involving adver- 
tising, coordinated with salesmanship has proven to be 
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' ary ltoJuly 21,1928, 
I have written as a result ot these in- 
troductions, 67 Perfect Protection 
Policies tor $221,705 Life, $191,000 
Accident and considerable Weekly 
Health Indemnity. 

No one could be more thoroughly 
sold than I on the value of this pre- 
approach advertising to the salesman 
who operates it correctly and dili- 
gently in his working plan. 


one of the most profitable means of securing new busi- 
ness through advertising ever instituted by a life insur- 
ance company. Lead Service has established itself 
permanently as a feature of Reliance sales promotion. 
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THE SPECTATO 


LIFE INSURANCE IN 
MEXICO 


Republic’s Condition Showing Con- 
stant Improvement 


INTERVIEW WITH F. A. WILLIAMS 


Co-operation of Government Is Helpful 
Factor in Development of Business 

A “constant, if slow, fundamental improve- 
ment of economic conditions in the Republic of 
Mexico is undoubtedly under way,” according 
to F. A. Williams, Director General of La 
Nacional Life Insurance Company of Mexico 
City, who has been in the United States attend- 
ing the meeting of the Actuarial Society of 
America and studying the most recent trends 
in life insurance practices here. La Nacional 
is one of the two native life insurance compa- 
nies in Mexico. As for foreign companies op- 
erating there, there are the Confederation Life 
of Toronto, the Sun Life of Canada, Montreal, 
and, in addition, more than 50 insurance compa- 
nies doing other than life insurance business. 
The other native company is La Latino-Amer- 
icana Life Insurance Company. 

The public of Mexico is not yet as insurance 
consicious as it should be and the companies 
have a large amount of educational work still 
to do, but the future looks brighter than it has 
for many years, says Director General Williams, 
In an interview with a representative of THe 
Spectator, Mr. Williams said that his com- 
pany was now paying for about $1,000,000 
(Mexican) of business a month and has over 
$36,000,000 (Mexican) of life insurance in 
force, with a substantial surplus. 

“The main reason for the improvement of 
insurance conditions generally in Mexico is the 
good legislation we have and the co-operation 
we receive from the government insurance de- 
partment,” declared Mr. Williams. “Insurance 
Commissioner M. Centurion, whose department 
comes under the Secretariat of Commerce and 
who has been in office since 1925, is a broad- 
gage official who has a real and practical knowl- 
edge of insurance in general which he has not 
hesitated to apply for the best interests of pol- 
icyholders and companies alike. When the first 
Mexican insurance law, of 1910, which covered 
only life insurance, was revised in 1926 and a 
new law enacted, the best features of the old 
law were retained and sufficient new legislation 
was added to cover all lines in a satisfactory 
manner. The new law is in line with the most 
modern thought on supervisory: regulation and 
is due to the manner in which the government, 
represented by Mr. Centurion, went about its 
task of revision. First, the companies were 
called into conference with the government and 

(Concluded on page 6) 








NEW JERSEY REACTION 


Commission Situation Highly Involved 
by E. U. Action 


AGENTS IN QUANDARY 


Few Care to Predict How Firemen’s Pro- 
posal Will Strike Rank and File of 
Agents 


The new commission scale announced by 
President Neal Bassett of the Firemen’s Insur- 
ance Company of Newark appears to have added 
new excitement to the fire insurance commission 
troubles in New Jersey where the situation for 
a long time has not been considered exactly ideal 
from the standpoint either of the agents or of 
the companies. President Bassett in his cir- 
cular letter to the agents in the Eastern terri- 
tory made it evident that he was prepared and 
willing to fight the Eastern Underwriters Asso- 
ciation and that if the association should at- 
tempt to force the clearing of agencies he was 
prepared to take the entire business of such agen- 
cies. Two weeks ago the affiliated companies 
wrote their agencies pointing out that their 
agency agreement provided that if they per- 
mitted their agencies to become mixed they 
would have to clear them or the affiliated com- 
panies would have to retire. 

The new commission scale announced by the 
Firemen’s provides a scale of 15, 20, 25 and 35 
per cent. That many agents will look with at 
least longing at the 5 per cent addition to com- 
missions is not denied and those most conversant 
with the situation in New Jersey are rather shy 
about predicting exactly what the result will be. 
One immediate result seems to be the action 
of the Northwestern National Insurance Com- 
pany of Milwaukee, one of the largest of the 
non-affiliated companies, in announcing that it 
has changed its commissions to agents and 
brokers in New Jersey to 30 per cent flat. The 
Northwestern National however does not at 
present do a very large business in New Jer- 
sey. 

The head of one of the leading agencies in 
Newark, in talking with a representative oi 
THE SpEcTATOR, admitted that he did not know 
what the outcome of the matter would be. He 
expressed the opinion that the New Jersey sit- 
uation was in many respects different from the 
situation in the rest of the country and he 
thought it not impossible that the Eastern Un- 
derwriters Association would consider that fact 
in whatever action it might take. As to what 
the agents would do he was not prepared to 
predict. He mentioned one of the smaller agen- 
cies, the head of which had talked over the situ- 
ation with him, and while that man admitted 

(Concluded on page 15) 
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DRIVE AGAINST UNETHICAL 
DOCTORS 


New York Organizations Want Airing 
of Abuses 


INSURANCE INTERESTS DEEPLY 
INVOLVED 


Proposed Investigation Would Be Along 
Lines of Ambulance-Chasing Inquiry 
When the Appellate Division of the New 

York Supreme Court adopted THE Specrator’s 
suggestion and appointed Justice Wasservogel 
to conduct an investigation into the activities of 
ambulance-chasing attorneys and unethical prac- 
tices in negligence cases, the result was that 74 
lawyers were recommended for disbarment and 
a large number were referred to the district at- 
torney for criminal prosecution. The whole 
situation in this regard was aired and the in- 
surance c mpanies benefited tremendously, even 
though it was shown that some of them had at- 
torneys who were not above suspicion. 

The suggestion that a similar drive be initia- 
ted and directed at unethical doctors and insur- 
ance adjusters is made in an article, entitled 
“Barter and Sale of Patients and Clients,” 
which was prepared by Irving Ban Cooper of 
counsel in the ambulance-chasing investigation 
and which appears in the current issue of The 
Panel, the official organ of the Association of 
Grand Jurors of New York County. This 
movement is sponsored and endorsed by the 
Citizens Committee Against Fraudulent Claims, 
of which Phillip H. Senior is managing director 
and which has the active support of many cas- 
ualty insurance companies. 

The proposed investigation of doctors in their 
connection with lawyers and insurance adjusters 
should be undertaken by county and State med- 
ical societies and the results should be turned 
over to the New York medical committee on 
grievances for action, declares the article re- 
ferred to. Ina full, frank and forceful review 
of the whole matter, the article deals with 
abuses and illegal practices of doctors, lawyers 
and insurance adjusters with regard to fake ac-: 
cidents, street car collisions, false medical ex- 
aminations, fraudulent medical certificates. con- 
nivance by insurance doctors, exploitation of 
clients and patients, solicitation of lawyers 
through doctors, division of spoils between doc- 
tors and attorneys and other practical matters. 

It is pointed out that the New York laws pro- 
vide against solicitation of civil cases by attor- 
neys, but that there are no laws for the punish- 
ment of those who solicit employment for doc- 
tors. The statement is made that not only have 
plaintiffs’ doctors been guilty of unethical and 
criminal acts, but that “some indemnity com- 

(Concluded on page 31) 
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HE Pan-American Life Review, organ of 
the Pan-American Life Insurance Com- 
pany, has the following sage remarks to make 
concerning the woman buyer of life insurance: 
“She is far more likely to buy too large a 
policy than a man is. She is emotional by 
temperament and yields more freely to such an 
appeal. But, on the other hand, if she finds 
that the payments are bothering her, she is 
likely to get discouraged and lapse. Be sure 
that you know her financial ability pretty weil 
before you recommend a certain amount, and 
then give her time enough to make up her mind 
so that she will not be acting on impulse. This 
does not mean that she be allowed to procrasti- 
nate, but she must not be “rushed” into the 
transaction.” , 
kok x 
N interesting thought in connection with 
life insurance as a beneficent factor was 
expressed in a recent address of Professor Wil- 
liam B. Bailey, economist of the Travelers In- 
surance Company. Briefly Mr. Bailey said: 

“Each of the many dollars paid in life in- 
surance benefits may be of far greater value 
than each of the fewer dollars paid in pre- 
miums to assure those benefits, because life in- 
surance almost invariably enhances the ‘time 
utility’ of money.” 

In explaining the meaning of the term “time 
utility of money,” Professor Bailey pointed out 
that three factors constitute the value of every 
commodity, product or service. These factots 
are: the form in which it is, the place where 
it is and the time when it is needed. In eco- 
nomic terms these are the form utility, the 
place utility and the time utility of the article. 

a * 


apes pemnenet form for unfunded life insur- 
4 4% ance agreements has been prepared by the 
Committee on Insurance Trusts of the Trust 
Company Division, American Bankers Associa- 
tion, to serve as a guide to life underwriters, 
attorneys, trust officers and customers of trust 
companies and banks. 

“The life insurance trust is a modern plan 
for protecting and conserving wealth,” says a 
statement by the division. “By the simple means 
of a trust agreement, the proceeds of life insur- 
ance policies are made payable to a bank or 
trust company, as trustee. The money is care- 
fully invested—the income and principal are 
paid out in accordance with the directions given 
by the creator of the trust. It may be shaped 
to fit the particular needs of any situation. 

“The life insurance trust is one of the most 
popular forms of trust service. In order that 
life underwriters, lawyers, trust officers, and 
the customers of our banks and trust companies 
may become more familiar with its uses and 
general provisions, this specimen insurance 
trust agreement has been prepared. This out- 
line is not intended for use as a legal instru- 
ment but for guidance and information.” 


F OR the following copy of the language of a 

bond given in 600 B.C., I am indebted to 
“Inspection News,” the official organ of the 
Retail Credit Company of Atlanta: 

Nabi-na’id, the son of Bél-iddin. 

Shi’ilu, the son of Nana-karabi. 

And Bél-ibni, the son of Nabi-iddin. 

Assume the responsibility of Rimtt, the son 
of Nabt-iddin, from Anum-shar-usur, the guar- 
dian, and Marduk-étir, the priest of Eanna. At 
the time of the appraisement of sheep they 
shall bring him and shall give him to the guar- 
dian and administrator. If they do not bring 
and give him they shall give 5 minas of silver 
to Eanna. 

Witnessed : 

Erech, the 12th day of Ab, the 5th year of 
Nebuchadnezzar, King of Babylon. 


(GouCcHER. ) 


Some pious member of the home office staff 
appears to have abscounded with the well- 
thumbed copy of Holy Writ. At all events I 
was unable to find it when I wanted to look up 
the date of the Great Flood. But, however 
much it antidated the time of the priest of 
Eanna and others mentioned above I’m sure 
the agent who wrote the policy referred to it 
when he pointed out possible disasters that 
might prevent the delivery of the sheep. 

* ok x 

HAT reminds me of a classmate of mne 

in college. Shortly before we were grad- 
uated we were discussing what we expected to 
do when we left what one sentimental youth 
termed the ivied walls to enter the broader and 
sterner fields of life. This chap admitted that 
a close friend of his father had offered him an 
excellent job, so far as salary was concerned, 
in his brokerage business. “But,” he said, “I 
turned it down for apparently I should have to 
go round selling bonds and after four years of 
these fraternal bonds that you fellows and the 
alumni are always gassing about I’m so sick 
of the very name that I don’t want anything 
more to do with them.” 

x ok Ox 

N the other hand I am convinced that those 
as members or from the out- 
side looking in scoff at College Greek letter 
fraternities and call them simply mutual ad- 
miration societies and the like fail to appre- 
ciate some of the real things they may do for 
a young man in later years. There was one 
member of that unique fraternity that years 
ago took me within its exclusive circle who con- 
ceived or. adopted the brilliant plan that the 
members of the chapter should insure their lives 
for the benefit of the chapter. When that racket 
rather played out he enlarged his altruism by 
getting the brothers and members of other fra- 
ternities to insure their lives in favor of the 
college. Many of us succumbed to his patriotic 
appeal and he got the commission. 


who either 
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ELL, it’s all according to the way you 
look at it. To the insurance companies, 
which have been trying, almost vainly, for Oh, 
so many years, to knock out an underwriting 
profit, ‘dat ole devil fire seems to be a pretty 
formidable opponent. So, too, I imagine to 
the conservation forces and the statisticians who 
write those appalling articles every year on the 
Great American Ash Can. But to the roman- 
tic eyes of William Bolitho, lately come to these 
shores to write an almost daily column for the 
New York World, poor O. D. Fire appears 
punch drunk from the assaults of our brave 
firemen. 
*x* * * 
QUOTE a portion of Mr. Bolitho’s stun- 
ning rhapsody, although I know that un- 
derwriters will take little comfort from it. 
“The everlasting fight of man with the ele- 
ments,” he writes, “is the prime spectacle oi 
the world. At sea on a laboring ship our own 
side seems so pathetic almost to be ridiculous, 
like a newsboy squaring up to a heavyweight 
racketeer. But as this grim (fire) wagon roars 
across the crossroads, saluted by the frantically 
waving arms of the police, with the traffic and 
the crowds huddling out of its way, these pro- 
portions are improved: man looks what he is, 
more dangerous and formidable; and the thin 
wreath of smoke in the distance toward which 
they are rushing in comparison has only the 
air of a rebellion, of the freaks of a drunken 
and colossal slave. This Titanic landscape of 
buildings puts man on fighting equality with the 
elements themselves.” 
aK * 
H, well, the New York firemen deserve 
some sort of a break after taking that 56-0 


“beating in football from the Los Angeles de- 


partment last Sunday. 


- geaeasiohp oi smoke, more or less, and the 
transportation problem, Mark Twain, late 
of Hartford, but formerly of San Francisco, 
was sauntering along the streets of the latter 
city (he was a struggling newspaper man at 
the time) with a cigar box under his arm. A 
lady acquaintance spying him remarked, 
“Mr. Clemens, I always see you with a cigar 
box under your arm. I’m afraid you’re smok- 


ing too much,” 
“Tt isn’t that,” said Mark. “I’m moving 
again.” 
+ * 


OR some time now an enthusiastic commit- 

tee in Hartford has been endeavoring to 
raise money enough to buy the house which 
Twain built and lived in on Farmington avenue. 
That was many years ago and since then the 
house has been the residence of Richard M. 
Bissell, president of the Hartford Fire Insur- 
ance Company, as boy’s school, an antique shop 
and an apartment house. 
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WHERE FIRE INSURANCE DIVIDENDS 
COME FROM 

aie serinaphl business men, when 

considering the subject of fire insur- 
ance and premium rates, are too likely 
inclined to form the opinion that fire 
underwriting is conducted on an unduly 
profitable basis, because of the fact that 
many fire insurance companies are able to 
pay reasonable dividends to their stock- 
holders and also to increase their surplus 
funds, after the payment of just 
claims. Records of the business of the 
leading fire insurance companies, how- 
ever, demonstrate that in numerous re- 
cent years the largest companies have, 
in the aggregate, been unable to make 
an underwriting profit from the busi- 
ness. The table presented on page 18 
shows that the dividends paid by the 
principal companies, in excess of the con- 
tributions made by their stockholders to 
surplus funds; only amounted to 40 per 
cent of the investment income of 194 mil- 
lionnaire fire insurance companies during 
the last decade, leaving 60 per cent of 
investment income to be used for loss 
payments or to be added to surplus for 
the additional protection of policyholders. 

The investment earnings of the 194 
leading American fire insurance com- 
panies during the past ten years aggre- 
gated $559,316,781, while the excess of 
cash and stock dividend payments over 
contributions to surplus made by stock- 
holders amounted to only $221,655,217, 


Copyright, 1928, by The Spectator Company, New 
York. 


or 40 per cent of the investment earnings. 
The remainder of investment income, 
$337,661,564, was either used in paying 
losses or was added to surplus, thus 
strengthening the companies and adding 


to the security for policyholders. 
The total amount of surplus paid in 


during the last ten years by stockholders 
of these 194 companies was $114,691,844, 
which, added to the investment income, 
yields a total of $674,008,625. The dis- 
position made of this sum was as follows: 
Paid for dividends (cash and stock), 
$336,347,061 ; used for loss payments or 
added to surplus, $337,651,564, making a 
total of $674,008,625. 

On the underwriting side of the busi- 
ness, without regard to interest on 
invested reserves, the results have been 
in the main unsatisfactory for a number 
of years past. Although in 1927 the lead- 
ing 100 companies showed an underwrit- 
ing profit of 4.0 per cent of underwriting 
income earned, the year 1926 showed an 
underwriting loss of 4.4 per cent, in 1925 
the percentage of loss was 4.6 per cent, 
and in 1924 it was 3.3 per cent, while for 
the last ten years the loss was .54 per cent, 
and for the last thirty years the average 
underwriting loss of the leading com- 
panies was four-tenths of one per cent. 

Such conflagrations as those at Chicago, 
Boston, San Francisco, and 
other cities, demonstrate that the busi- 
ness of fire underwriting is one involving 
unusual possibilities of loss, while the 
dividends of the larger companies proba- 
bly did not average over 5 or 6 per cent 
upon the investment at current prices, 
which rate is usually obtainable upon in- 
vestments not subject to the conflgration 


Baltimore 


hazard. 

Only two of the 194 companies listed 
paid dividends in excess of their invest- 
ment earnings during the past ten years. 
The general disposition of the investment 
earnings is graphically portrayed in the 
accompanying diagrams. 

In the tabulation presented it is shown 
that stockholders have not drawn upon 
the accumulated surplus funds for divi- 
dends, but have added to such funds, nor 
have have they drawn dividends from 
underwriting profits during the last 
decade, the return upon their stock dur- 
ing that period having been derived from 
income from investments. Another fact 
to be considered is that some of the divi- 
dends, being payable in stock, merely rep- 


Pe) 


resent transfers from surplus to capital 
account, the money represented by such 
dividends thus remaining with the com- 
panies for the protection of policyholders. 
Summarizing the situation, the leading 
American fire insurance companies have 
not been able to make an underwriting 
profit through a period of years, and such 
dividends as have been paid to their stock- 
holders, which are not at all excessive 
when the contingencies of the business are 
considered, have been derived from the 
investment earnings of the companies. 





H. A. BEHRENS HEADS CONTINENTAL 
ASSURANCE 
Vice-President Succeeds H. B. G. Alex- 
ander in Important Post 
Cuicaco, ILt., October 24.—At a meeting of 
the board of directors Wednesday, October 24, 
Herman A. Behrens, president of the Continen- 
tal Casualty was elected president also of the 
Continental Assurance Company to succeed the 
late H. G. B. Alexander, thus carrying out Mr. 
Alexander’s last wishes. The board had planned 
at Mr. Alexander’s suggestion to elect Mr. 
Behrens president at the forthcoming annual 
meeting in January, but the sudden passing of 
Mr. Alexander made necessary the action taken 
this week. Mr. Behrens, by reason of his elec- 
tion to the presidency of the Continental Assur- 
ance, becomes the executive head of the entire 
Continental organization, a complete multiple 
line institution writing practically every form 
of insurance except fire and ocean marine. 
While he is better known in the casualty and 
accident and health fields, Mr. Behrens has had 
a wide experience in life insurance having en- 
tered the insurance business in the life field first 
as an agent and later as an actuary. He has 
been vice-president of the Continental Assur- 
ance ever since his association with the Conti- 
nental organization has therefore been in close 
touch with the activities of the company since 
its inception and is in full accord with the 
avowed purpose of the founders of the com- 
pany to make it one of the outstanding life in- 

surance institutions of the Middle West. 
Pilot Life’s New Home Office 
The Pilot Life Insurance Company, of 
Greensboro, N. C., is now located in its hand- 
some new home office. A recent issue of the 
Greensboro Daily Record contained a four- 
page rotogravure section, deoted entirely to 
pictures of the Pilot Life’s buildings and per- 
sonnel, with a picture of the famous Pilot 
Mountain in the background. The main build- 
ing of the three structures which make up the 
Pilot’s new home is named Fackler, in honor 
of the late David Parks Fackler, who was the 
Pilot Life’s first actuary, and was one of the 
most famous insurance actuarial authorities in 
the world. President A. W. McAlister is to 
be congratulated upon the success which has 
crowned his efforts in behalf of the Pilot Life, 
and which has warranted the new ofhces. 
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LIFE INSURANCE AGENCY EXECUTIVES 
TO MEET AT CHICAGO 
Edgewater Beach Will Be Scene of Gather- 
ing October 29-31 

The annual combined meetings of the Asso- 
ciation of Life Agency Officers and the Life In- 
surance Sales Research Bureau will be held 
at the Edgewater Beach Hotel for three days 
beginning October 30. 

The meetings will consider several important 
phases of sales management, including the edu- 
cation of agents; selection, training, and super- 
vision of managers and general agents; and co- 
operative national advertising. 

The complete program follows: 


MONDAY—OCTOBER 29 


10:15 A. M.—Executive committee meeting of Life 
Insurance Sales Research Bureau. Present and past 
members invited. 

1:30 P. M.—Special session for educational directors. 
Chairman H. G. Kenagy, Life Insurance Sales Research 
Bureau. 

The function of the home office educational depart- 
ment. 

Visual methods in education. 

4:00 P. M.—Adjournment. 

4:30 P. M.—Executive committee meeting bf the 
Association of Life Officers. Present and 
past members invited. 


Agency 


TUESDAY—OCTOBER 30 

9:30 A. M.—Registration. 

Report of Chairman.—James A. Fulton, agency vice- 
president, Home Life of New York. 

10:30 A. M.—Report of National Co-operative A4- 
vertising Committee. 

Covering the desirability 
tional co-operative advertising campaign 
surance companes. 

12:30 P. M.—Adjournment. 

2:00 P. M.—Selecting managers and general agents. 

Where do managers come from—from within the 
company? From other companies? From other busi- 
nesses? Why? 

What previous training in management have these 


and feasibility of a na- 


for life in- 


men had? 

How are managers selected? 

3:30 P. M.—Field supervision. William Sample, 
vice-president, Ralston Purina Company. 

4:30 P. M.—Adjournment. 


WEDNESDAY—OCTOBER 31 


9:30 A. M.—Training managers and general agents. 

How and why should new managers be trained? 

What are the first duties of the new manager in a 
new agency? 

In an established agency? 

How is prospective managerial material discovered? 

What is the division of responsibility between the 
manager and the home office in the selection and train- 
ing of agents? 

12:30 P. M.—Adjournment. 

2:00 P. M.—Supervising 
agents, 

What are the requirements most important for suc- 
cess in agency management? 

What are the most common causes of failure in 
agency management? 

How can the successful manager be kept successful? 

What should be done with the manager who makes 
consistent decreases? 

Is the manager a planner or a doer? 

What is the future of the work of the manager? 

3:30 P. M.—Developing field managerial personnel. 
W. J. Donald, managing director, American Manage- 
ment Association. 

4:00 P. M.—Adjournment. 


managers and_ general 


—The regulations of the National Board of Fire 
Underwriters for the Installation of Oil Burning 
Equipments, edition of 1928, have been published. 


Life Insurance in Mexico 
(Concluded from page 3) 

were asked to submit their ideas on the subject. 
Then the government independently drafted the 
needed legislation and laid the proposed laws 
before the companies for review and suggested 
changes. In this way, the best obtainable legis- 
lation was secured and we have been fortunate 
in that respect.” 

La Nacional Life, says Mr. Williams, has had 
a good mortality experience because of improved 
methods of selection and examination, while its 
lapse ratio has been quite normal. It operates 
on the general agents’ system, styling them 
“superintendents,” but does not write industrial 
business and the majority of its volume is of 
the endowment policy form, twenty-year con- 


tracts being preferred. All the modern forms 
of ordinary life insurance are written by La 
Nacional together with total disability benefits, 
but at present omitting double indemnity fea- 
tures. The company has about 12 superintend- 
ents and over 300 agents in toto and the major- 
ity of its risks are on native Mexican lives. 


State Directors of The Prudential 

In The Insurance Year Book for 1928, Life 
Insurance Volume, on page 216, the name of 
the late George M. LaMonte was erroneously 
included in the list of State directors of The 
Prudential Insurance Company of America, 
Newark, N. J. The correct list of State di- 
rectors includes: William E. Green, Edward J. 
Ill and Edward K. Mills. 
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of the larger companies. 





wise would be declined. 


COMPANY 
346 Broadway, New York 


DARWIN P. KINGSLEY, President 





Pioneering 


Progress always requires pioneering. 
steps, must lead in the exploring of new fields, must “*go before and 
remove obstacles for those who follow.” 


In order to fulfi! its obligation to humaniy, life insurance must seek 
new ways of service, in addition to extending the old. And so it 
must have pioneers. The New York Life has always recognized this 


Many years ago this Company undertook to pioneer in the field of 


After a long and intensive study of declined cases, it found that spe- 
cial rates could be calculated, permitting, with safety, the acceptance 
of many risks which previously had been rejected. 


On July 1, 1896, the Company issued its first sub-standard policy. 
Since then, the writing of insurance on impaired lives has been a part 
of the New York Life’s regular service to the public, and has grad- 
ually been adopted by a majority 


Today, Nylic Agents are enabled to ob- 
tain insurance for approximately three 
out of every five clients who other- 


NEW YORK LIFE INSURANCE 


Someone must take the first 























tL , 
New Home Office Building now being 


erected on the site of the famous 
old Madison Square Garden 
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NEW TAX REGULATIONS 





Treasury Department Amends Rul- 
ings to Conform With Supreme 
Court 





RECENT DECISION IS BASIS 





Life Insurance Companies Allowed to De- 
duct Interest from Tax Exempt Securi- 
ties from Gross Income 


Wasuincton, D. C., October 20.—Regula- 
tions governing the deductions from gross in- 
come allowed life insurance companies in the 
preparation of their income tax returns have 
been amended by the treasury department, in 
conformity with the decision of the United 
States Supreme Court in the case of the Na- 
tional Life Insurance Company. 

In that case, it was explained at the depart- 
ment, the court held that section 245 (a) (2) of 
the revenue act of 1921 is invalid, insofar as it 
undertakes to abate the 4 per cent deduction by 
the amount of interest received from tax exempt 
securities, as Congress has no power to tax the 
income from such securities, and to give effect 
to the abatement would be to deny the owners 
of such securities deductions allowed to others 
and thereby tax the income from such securities. 

“The Supreme Court decision is equally ap- 
plicable to sections of the revenue acts of 1924 
and 1926. As the first sentence of article 681 
of regulations 62, 65 and 69, in interpreting sec- 
tions of the three revenue acts, provide for the 
abatement of the 4 per cent deduction by the 
amount of interest received from tax exempt 
securities, the amendment of those sentences is 
required to bring them into accord with the 
Supreme Court decision.” 

Regulation 62 was amended to read: 

“Under paragraphs 1 and 2 of section 245 
(a) life imsurance companies are entitled to 
deduct from gross income: (1) interest which 
is exempt in the case of other taxpayers by sec- 
tion 213 (b) (4) and articles 74-83; and (2) 
4 per cent of the mean of the reserve funds 
specified in section 245 (a) (2) held at the be- 
ginning and end of the taxable year, without 
any abatement on account of tax exempt inter- 
est.” 

Regulation 65 was amended to read: 

“Under paragraphs (1) and (2) of section 
245 (a), life insurance companies are entitled 
to deduct from gross income: (1) _ interest 
which is exempted in the case of other taxpay- 
ers by section 213 (b) (4) and articles 74-82; 
and (2) 4 per cent of the mean of the reserve 
funds specified in section 245 (a) (2) held at 
the beginning> and end of the taxable year, 
without any abatement on account of tax ex- 
empt interest.” 

Regulation 69 was amended to read: 


“Under paragraphs (1) and (2) of section 
245 (a), life insurance companies are entitled 
to deduct from gross income: 

“(1) Interest which is exempted in the case 
of other taxpayers by section 213 (b) (4) and 
articles 74-82; and 

“(2) Four per cent of the mean of the reserve 
funds specified in section 245 (a) (2) held at 
the beginning and end of the taxable year, 
without any abatement on account of tax exempt 
interest.” 


CHANGES NAME 
Western Protective to Be Known as Surety 
Life 

President James S. Summers has notified the 
stockholders and policyholders of the Western 
Protective Life Insurance Company that “a 
long cherished hope of our officers and directors 
has been accomplished” by changing the name 
of the company to the Surety Life Insurance 
Company. 

President Summers explains that the former 
name was difficult to remember, too long to 
print or write with ease, that is conveyed the 
idea of a fraternal rather than of an old line 
legal reserve life insurance company and that, 
moreover, the number of times its mail had 
come addressed to the Western Detective Com- 
pany frequently caused concern. 

The new name, he says, has distinct advan- 
tages being short, easy to say and to remember, 
easy to write or print and, if abbreviated into 
two words, it becomes “Surety Lfe,” which, he 
says, is a short, snappy phase that is the distinc- 
tive trade mark of the company. 


REBATE CASE WON 
Suspended Sentence Given Brooklyn 
Doctor 

Dr. Abraham L. Margolies of Brooklyn was 
given a suspended sentence by the Court of 
Special Sessions this week. He pleaded guilty 
to the charge of the State Insurance Depart- 
ment that he had violated a section of the penal 
code relating to the acceptance of a rebate 
from an insurance agent. The offense s a mis- 
demeanor. 

The executive secretary of the Life Under- 
writers Association of New York, F. P. Mack- 
enzie, said that his organization was the insti- 
gator of the charge. This, he said, is the sec- 
ond such case to be prosecuted. It was heard 


by three judges. The Insurance Department 


had gathered information that Dr. Margolies 
demanded and received a rebate of $120 on a 
commission of $145 received by Berthod Engle, 
an agent of the Equitable Life Assurance So- 
ciety of the United States, New York. An- 
other Equitable agent corroborated the informa- 


tion. 


AY 


INTERNATIONAL COMPANY 
RECEIVERSHIP 


Effort Made to Oust Massey Wilson 
and B. C. Hyde 


— 


E. P. GREENWOOD HEAVY CREDITOR 








Plans Await Action of Special Master— 
Preferred Share Issue Still in Doubt 


Unlawful and irregular deals which are 
alleged to have afforded hundreds of thousand 
dollars profit to Massey Wilson and Jacob L. 
Babler when they controlled the International 
Life Insurance Company and through the sale 
of its control to the syndicate headed by J. R. 
Paisley, Judge W. K. Whitfield and David W. 
Hill in May, 1924, were charged in a suit filed 
in the United States District Court in St. Louis, 
Mo.; on October 18 by a group of stockholders 
and policyholders of the International Life for 
the removal of Wilson and Ben C. Hyde re- 
ceivers for the International Life and the In- 
ternational Company of St. Louis. 

The court is asked to appoint a new receiver 
who is suitable to the petitioners. 

The principal cause assigned for the request 
that Wilson and Hyde be replaced as receivers 
is the contention that it is the duty of such re- 
ceivers to prosecute and collect claims for 
fraudulent diversion of assets and that many 
such“claims exist against Wilson. The objec- 
tions raised to Hyde are that he “vigorously 
resisted investigation of the affairs of the In- 
ternational Life Insurance Company by the 
Insurance Commissioners of other states,” and 
also that he approved unlawful investments by 
the company and also received a fee of $2500 
for participation in the approval of a reinsur- 
ance contract between the International Life and 
the Standard iLfe Insurance Company of De- 
catur to which objection is now raised. 

Plans for the liquidation of all claims against 
the International Company of St. Louis, holding 
company for the International Life Insurance 
Company, were discussed before Special Master 
Conway Elder of the United States District 
Court on October 16 and 17. 

The final total claims against the Interna- 
tional Company probably will not become 
known for many months since it has not yet 
been ascertained how much of the preferred 
stock of this company was disposed of by Roy 
C. Toombs, president of the International Life 
Insurance Company, before examiners for nine 
States discovered a shortage of $3,563,000 in 
the assets of the life insurance company. 

The plan contemplates that the Great South- 
ern Life Insurance Company of Houston, Tex., 
through its president, E. P. Greenwood, shall 
gain control*of more than 20,000 shares of the 
stock of the International Life Insurance Com- 
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pany and later substitute for these shares con- 
tracts of indebtedness for the same amount to 
be issued by the receivers for the holding com- 
pany. 

Mr. Greenwood now holds two notes for 
$500,000 each issued to the Great Southern Life 
and a third with a balance due of $130,000, 
which he purchased from Jacob L. Babler, a 
former vice-president of the International Life, 
for $100,000. In addition it has been recom- 
mended he purchase another note for $9000 held 
by the Salem, Ill., National Bank; another for 
$7000 held by the First National Bank of St. 
Louis, part of which has been paid off, and an- 
other for $4825 held by Charles G. Revelle, 
who was counsel for the International Life. 

The International Life Insurance Company 
stock held as collateral behind these various 
notes aggregates about 20,000 shares. 
would be turned back to the International Com- 
pany which in turn would issue to Mr. Green- 
wood and his company the certificates of in- 
debtedness. 

Under the reinsurance contract between the 
Missouri State Life and the International Life 
Insurance Company it is possible, although not 
so very probable, a total of $150 a share may 
finally be paid on each share of International 
Life stock. On that basis the 20,000 shares 
would net the International Company of St. 
Louis $3,000,000. From this sum the certifi- 
cates of indebtedness would be paid off first. 

Mr. Greenwood has agreed to turn back to 
the International Company the $130,000 balance 
due Babler for $100,000, the amount paid by 
him. 

Aside from the notes held by Mr. Greenwood 
the largest single claim against the International 
Company is held by Central States Life Insur- 
ance Company for $98,000, which is amply se- 
cured by collateral that is gradually reducing 
the principal. 


American Bankers to Build New Home 
Office 
Cuicaco, Itt., October 22—The American 
Bankers Insurance Company, which maintains 
offices both in Chicago and Jacksonville, Ill., is 
planning the erection of a twelve-story office 
building on the southeast corner of Ohio and 
Cass streets, on property belonging to it. Part 
of the tract now is occupied by a building which 
was gutted by fire during the summer and 
which has been unoccupied since. Adjoining 
this building is the home office of the American 
Bankers. During the construction period part 
of the local office work will be transferred to 
Jacksonville. The new building will ‘cost ap- 
proximately $900,000. Part of the new build- 
ing, which is close to the Underwriters’ Lab- 
oratories and to the American Fore building, 
will be available for lease. 


Pacific ‘National Life 
SaLtt Lake City, Utan, October 20.—The 
new life company organized here last week will 
have the.-word “National” in its name and will 
not be known as the Pacific Life Assurance 
Company, as at first stated, but the “Pacific Na- 
tional Life Assurance Company.” 
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AVIATION HAZARDS 





Regular Scheduled Flying Lines In- 
vestigated by Dr. Frederick L. 
Hoffman 





30,000 MILES COVERED DAILY 





Fatalities Are Very Few in Relation to 
Mileage of Commercial Lines 

Dr. Frederick L. Hoffman, the well-known 
consulting statistician of the Prudential Insur- 
ance Company of America, Newark, has re- 
cently traveled some 6,000 miles by airplane, 
from New York to San Francisco, up and down 
the Pacific Coast, and most of the way back 
from San Diego to New York. His trip was 
undertaken in the interest of 10 prominent life 
insurance companies who desire to ascertain, 
through an experienced observer, the conditions 
as to safety in air travel. Last year there 





Dr. FrepericK L. HorrmMan 


were about 160 deaths due to airplanes in the 
United States, and this year the number will 
probably reach 250, because of the far greater 
number of planes in use and the very much 
larger mileage covered by them. 

Dr. Hoffman’s investigation only covered the 
scheduled flights of commercial airplanes, in- 
cluding mail carriers, which are now flying 
in the aggregate 30,000 miles daily. He finds 
that the safety of air travel has greatly in- 
creased along the regular flying routes, with- 
out regard to stunt flying. In the commercial 
field, flying along scheduled courses has only 
resulted in approximately one fatality for each 
1,500,000 miles flown. The facilities of airports 
are being constantly improved, and Dr. Hofi- 
man predicts a very great growth in air travel 
during the next decade. 

He has flown long distance in Europe as 
well as in the United States, and has found 
the passenger facilities further advanced in 
Europe than in this country, with very few 
fatalities attending regular scheduled flights of 
passenger planes. Most of his flying in this 
country has been done in mail planes, which, 
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INSTITUTE PROGRAM READY 
Fall Meeting Plans Include Discussion of 
American Men Table 

The fall meeting of the American Institute 
of Actuaries, scheduled for Thursday and Fri- 
day, November 1 and 2, at the Edgewater Beach 
Hotel, Chicago, will have an interesting and 
varied program. 

Following a business session on Thursday 
morning there will discussions of papers read 
at the previous meeting. These include: 

Withdrawal Rates and Influences Affecting 
Them, by W. G. Bowerman. 

Tropical and Senior Tropical Mortality as 
It Relates to Central America and Certain 
Countries of South America, by Dr. Mariox 
Souchon and S. E. Allison. 

Osculatory Interpolation Depending Upon 
the Underlying Function, by J. F. Reilly. 

Central Difference Interpolation Formulas 
With Unequal Values, by J. F. Reilly. 

Relation of Expenses to the Growth of a 
Company, by R. G. Hunter and H. W. Foskett. 

Life Insurance in Conjunction With Bank 
Savings Deposits, by E. B. Morris. 

In addition to these discussions of papers 
the program includes for informal discussion 
the following pertinent topics: 

Plans for Development of Children’s Insur- 
ance. 

Retirement Plans for Employees of Life In- 
surance Companies. 

Underwriting—(a) Filipino risks in the 
United States, (b) Mexican risk north of 
the ‘Rio Grande. 

Practical Methods for the Use of the Ameri- 
can Men Table as a Basis for Premium Rates. 

The Institute dinner will be held Thursday 
evening. 


INTERSTATE LIFE ORGANIZING 
E. H. Burke Heads New Chicago Company 


Cuicaco, Itt., October 22.—A new life in- 
surance company for Chicago, the Interstate 
Life, has been organized by E. H. Burke and 
associates, with a paid-in capital of $100,000 
and surplus of $60,000. The officers include E. 
H. Burke, president; George W. Jones, chair- 
man of the board; Zopher L. Jensen, first vice- 
president and treasurer; E. J. Jensen, third- 
vice-president and agency manager; J. M. Sur- 
dam, secretary and actuary, and Dr. G. H. 
Mammen, medical director. Mr. Burke has 
been vice-president and agency inanager for the 
Acacia and for ten years was agency superin- 
tendent of the Niagara Life. Several years 
ago he was made president of the Public Life 
of Chicago but resigned when the intra-com- 
pany strife that beset the company endangered 
its solvency. 








of course, do not provide the facilities for pas- 
sengers such as are provided by the European 
air lines. However, passenger planes are be- 
ing built and some regular passenger lines are 
being established. The development of this 
branch of aviation is almost certain to be rapid 
and extensive. 
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Years of Life Insur- 
ance Ideals and Serviceg 
N IDEAL became « reality when, on February 
Ist, 1843, “THe Muruat Lire of NEw York” 
issued its first policy. ‘The business of life insurance 


on the mutual plan started in America then and 
there. 


Priority in its field is not the Company’s claim to 
greatness—age in itself is no great distinction. THE 
Mutua. Lire began with high ideals of business 
conduct, which still prevail. It aims at quality and 
to be highly honorable in all its dealings. 


In its relations with policyholders and their repre- 
sentatives THE MuTUAL Lirk has an outstanding 
record 


Those who contemplate life insurance soliciting as 
a career are invited to apply to 


The Mutual Life Insurance Company 
of New York 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President and Manager of Agencies 


34 Nassau Street New York, N. Y. 
¥ 














—The— 
Life Insurance Company of Virginia 


Richmond, Virginia 


Incorporated 1871 





Insurance in Force 


Over $333,000,000 





Admitted Assets 


Over $56,000,000 





Payments to Policyholders in 1927 


Over $4,000,000 





Total Payments to Policyholders Since 


Organization 


Over $47,000,000 





Joun G. WALKER Braprorp H. WALKER 
Chairman of the Board President 
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Does The Lincoln National 
Agent receive any service 
from the home office agency 
department? 








nm, 
Carre 





were 
Answer: Some! For instance, training, bul- 
letins, contests, briefing, research, 
monthly magazine, club member- 
ships, conventions, correspondence 
course, circularizing, personal let- 


ters, clubs, sales suggestions—and 


many others. 


THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


“Its Name Indicates its Character” 


FORT WAYNE, INDIANA 
Insurance in force more than $560,000,000 

















Millions of Prospects 


The states in which the Peoria Life is licensed have a 
combined population of more than sixty million people—- 
approximately half the population of the United States. 
Sixty million men, women, and children, scarcely any with- 
out a need that life insurance can serve, and very few 
indeed whom Peoria Life agents are not equipped to 
serve— 

for the equipment of Peoria Life agents includes all the 
usual features and every standard policy form, both par- 
ticipating and non-participating plans, as well as liberal 
double indemnity and disability features. 

Further, the Peoria Life insures both single and married 
women on equal terms with men, including its regular 
disability benefits. It provides a special plan which wage- 
earning women find extremely interesting and useful. 

The Peoria Life insures children of any age from birth, 
with full protection in force at age five, and waiver of 
premium on death or disability of parent. Peoria Life 
educational policies may be arranged to mature at any 
specified date, such as the time for entrance in college, 
and can be made payable either annually or monthly over 
the four years of a college course. 

Nor are the advantages of Peoria Life service denied 
even to those risks who, by reason of physical impairment, 
are commonly barred from the benefits of insurance pro- 
tection. Practical and adequate provision is made for this 
class by the Peoria Life, which issues a policy on every 
application. Surely a Peoria Life agent can never sufier 
for lack of prospects when the entire population of kis 
territory, regardless of age, sex, or physical condition are 
his legitimate prospects. 


Peoria Life Insurance Co. 


Peoria, Illinois 
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EQUITABLE LIFE’S NEW DISABILITY 
CLAUSE 
Society Issues New Premium Rate Booklet 

Covering Disability and Double In- 

demnity Features 

The Equitable Life Assurance Society of 
the United States, New York, has sent out to 
its agency force a new premium rate booklet 
covering rates involving the use of its new 
disability clause effective October 15. The 
broader disability coverage involves slight 
changes in premium rates, necessitating the is- 
suance of this supplemental booklet. A com- 
pletely revised Blue Book*of Rates and Guar- 
antees will be issued early in 1929. 

The present extension in disability coverage 
will be effected by a rider attached to the exist- 
ing policy form containing the old clause. 
New policies written after October 15 will in- 
clude the new disability provision (rider) if 
disability coverage is being granted. 

In conjunction with the double indemnity 
features (or separately therefrom, if desired) 
a total disability clause is granted, the principal 
provisions of which are: 

A—Disability before age 60. (1) Waiver of 
all premiums payable upon policy falling duc 
after receipt of proof of Total and Permanent 
Disability, and in addition thereto (2) Payment 
to the Insured of a monthly Disability Annuity 
of 1 per cent of face amount, the first instal- 
ment to be payable upon receipt of due proof 
of such disability and payable during life (ex- 
cept for certain policy plans referred to below ) 
as long as disability continues. At maturity the 
policy is payable in accordance with its terms, 
without deduction for any premium waived or 
for any payment made under this Disability 
provision. After three months’ duration Total 
Disability is to be regarded as Permanent. Loss 
of sight of both eyes, or the loss of both hands 
or both feet, or one hand and one foot, to be 
considered total and permanent Disability. 
Where a policyholder must be totally disabled 
for three months before proof of permanency 
will be accepted he is eligible at the end of that 
time (a) to receive an amount equal to three 
(3) monthly instalments, that is, a monthly in- 
stalment for each completed month of such 
continuous total Disability, and (b) to 
refunded to him any premium due and paid by 
him after the end of the first month of such 
continuous total Disability. 

B—Disability after age 60. Not included in 
Life Income policies. If the Insured, after 
attaining age 60, shall become totally and perma- 
nently disabled, all premiums subsequently fall- 
ing due will be waived (with possible refund as 
under 2 (b) above), in which case the amount 
of insurance shall become reduced by the amount 
of the premiums so waived. Subsequent pre- 
miums, as well as loans and surrender values, 
will be based upon the reduced amount of in- 
surance. On Life Income forms the Disability 
Income to the Insured is the same as the In- 
come payable at maturity of the policy; under 
Guaranteed Investment policies 5 per cent per 
annum of face amount of the policies. 


(Concluded on page 44) 
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PREDICTS CONTINUED 
GROWTH 


James D. Craig Addresses Actuarial 
Society 





FUTURE PROBLEMS DISCUSSED 





E. W. Marshall Elected Treasurer at Fall 
Meeting of Actuaries 

The fall meeting of the Actuarial Society of 
America, held in Philadelphia last week. was 
distinguished by the address of President James 
D. Craig, actuary of Metropolitan Life Insur- 
ance Company. Mr. Craig discussed the effect 
of the World War upon the development of 
America. In his concluding paragraphs he 
said: 

In life insurance circles the opinion often 
prevails that the growth of the last few years 
has been phenomenal, but in the last analysis 
the prosperity of the life insurance companies 
is predicated upon the prosperity and develon- 
ment of the country as a whole. When com- 
pared with these basic facts of industry, the 
prosperity of life insurance companies has not 
much more than adjusted itself to a more nor- 
mal course. ‘ The premium income of life in- 
surance companies has followed the national 
income very closely, although the percentage 
of the former to the latter has gained slightly. 
In 1909 the premium income of all life com- 
panies was 1.8 per cent of the national income. 
The national income increased rapidly from 
1915 to 1920, with the result that the per cent 
fell off somewhat during those years so that 
for 1920 the percentage was 1.59 per cent. 
Commencing with the more uniform trend of 
national income in 1921, it has gradually in- 
creased until 1926 when it was 2.39 per cent. 
This variation in percentage was probably due 
more to temporary conditions as the number 
of policies and the amount of insurance in both 
ordinary and industrial increased as_ closely 
since 1900 to a geometric graph as any fair 
graduation would be expected to and much more 
closely than would normally be expected. 

At a recent dinner the future activities of 
the Actuarial Society was a subject of discus- 
sion. Various aspects of the business were 
considered, including some of the immediate 
problems as well as those of the more distant 
future. The purpose of this review is to excite 
your imagination for the future. Such a dis- 
turbing influence as the war produced little, if 
any, effect upon the growth of this country’s 
total business. All it did was to cause a redis- 
tribution of our activities to meet war time 
needs and then another redistribution back to 
peace-time conditions. Through it all, the total 
rate of increase continued. 

Does it require very much imagination to 
realize the possibilities of the future? Is there 
any reason why if this growth continues the 
business cannot attain to many times the present 
volume in the next generation ? 

Among the papers presented was one by 
Arthur Hiunter, second vice-president and chief 
actuary of the New York Life Insurance Com- 
pany, and Dr. Oscar H. Rogers, chief medical 
director of the company. They presented No. 
7 of their Mortality Study of Impaired Lives, 
this installment discussing (a) Renal Colic, 
Calculus or Gravel, (b) Biliary Colic or Gall 
Stones. 

E. W. Marshall, actuary of the Provident 
Mutual Life, was electéd treasurer of the So- 


ciety, succeeding the late D. G. Alsop. 


II 





LINCOLN NATIONAL APPOINTMENT 

Ralph D. Holt Made Agency Director 

Walter T. Shepard, vice-president and agency 
director of the Lincoln National Life Insurance 
Company of Fort Wayne, Ind., has announced 
the appointment of Ralph D. Holt as superin- 
tendent of agencies with territory in the Mis- 
souri Valley and surrounding region. Mr. Shep- 
ard states that this appointment is in accord 
with the Lincoln National Life plan for devel- 
oping its agency organization upon a regional 
basis. 

Mr. Holt is a man of wide executive and in- 
surance experience and of conspicuous success 
as an organizer. His experience since leaving 
college has been in the sales field, Chautauqua, 
and lecture field as well as in insurance. As 
an insurance man he was a good personal pro- 
ducer, and an aggressive as well as a successful 
manager. In his present position with the Lin- 
coln National Life Insurance Company he will 
have superintendency over the States of Colo- 
rado, South Dakota, Kansas, Nebraska, Arkan- 
sas, Oklahoma, Iowa, Missouri and Illinois. 


8.5 Per Cent More New Life Insurance in 
First Nine Months of 1928 

The production of new life insurance by 
United States companies was 8.5 per cent greater 
for the first three quarters of this year than for 
the corresponding period of 1927. September 
of this year shows an increase of 34.8 per cent 
over the same month of 1927. These facts are 
revealed by.a statement forwarded by the As- 
sociation of Life Insurance Presidents to the 
United States Department of Commerce for of- 
ficial use. The compilation aggregates the new 
business records—exclusive of revivals, increases 
and dividend additions—of 44 member com- 
panies, which have 82 per cent of the total life 
insurance outstanding in all United States legal 
reserve companies. 

For the nine-month period, the total new 
business of all classes written by the 44 com- 
panies was $9,058,081,000, against $8,352,113,- 
000 during the same period of 1927—an increase 
of 85 per cent. New ordinary - insurance 
amounted to $6,061,773,000, against $5,880,806,- 
000—an increase of 3.1 per cent. Industrial 
amounted to $2,009,998,000, against $1,937,545,- 
000—an increase of 3.7 per cent. Group 
amounted to $986,310,000, against $533,762,000— 
an increase of 84.8 per cent. 

For the month of September, the total new 
business of all classes was $1,022,309,000, against 
$758,661,000 during September of 1927—an in- 
crease of 34.8 per cent. New ordinary insur- 
ance amounted to $545,417,000, against $526,564,- 
000—an increase of 3.6 per cent. Industrial 
amounted to $198,949,000, against $200,622,000— 
a decrease of 8/10 of one per cent. Group was 
$277,943,000, against $31,475,000—an increase 
of 783.1 per cent. 


First National Life Being Organized 

It is learned that the First National Life In- 
surance Company is in process of organization 
at Phoenix, Ariz. 
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SPEAK UP! 


i, qunaaees every other person you meet is 

grumbling about something connected 
with government and almost every other man 
or woman you meet neglected to vote on last 
Presidential Election Day. 


Your government will be as sound and wise 
as you and other Americans make it. You 
have great responsibility and great power. 


Once in four years you are called upon to 
vote for a President and thereby help to 
solve great problems. Let no private affairs 
prevent you from doing your duty to your 
country on Election Day. Be a good citizen. 
Go to the polls on November 6th and vote. 


In 1920, 54,053,000 citizens of the United 
States were eligible to vote. Only 26,674,171 
voted—approximately 49 per cent. In 1924, 
out-of a total of 56,215,000 men and women 
who should have voted, only 29,091,417 did— 
about 52 per cent. 


Most good Americans are willing to abide 
by the will of the majority. The trouble is 
that many of us are not sure that the will of 
the majority is being expressed. When about 
one-half of the voters neglect their duty, the 
country is governed not by a majority of the 
people—but merely by a majority of the 
minority. 


In 1928 America needs every possible vote 
so that the will of the real majority may be 
known. No one else can speak for you on 
Election Day. Speak for yourself. Vote! 


HALEY FISKE, President 


METROPOLITAN LIFE 
INSURANCE COMPANY 


NEW YORK 


Biggest in the World, More Assets, More Policyholders, 
More Insurance in force, More new Insurance each year. 














WHICH ROAD? 











The Right Selection 


ALWAYS select the road offering safe and easy 
travel, assuring a quick arrival at your des- 
tination. 

MANY agents select the Commonwealth 
Casualty Company as offering the safest and 
quickest road to insurance success. 

SOUND contracts, dependable service and full 
co-operation make their traveling easy. 


WHICH road will you take? 


Commonwealth Casualty Co. 


(OLDEST PHILADELPHIA CASUALTY COMPANY) 


Philadelphia 


W. FREELAND KENDRICK E. W. COOK 
President Vice-Pres, & Gen'l Mer. 














TEXAS AND CALIFORNIA 


General Agents Wanted 


We are now busily engaged in assigning 
to capable men General Agency contracts in 
the above states. 

These Contracts are exceptionally liberal 
with non-forfeitable renewals and offer real 
opportunities for permanent and profitable 
connections. 

We write a complete line of Participating, 
Non-Participating, Feature, Juvenile and 
Low Cost Policies. 

This is your opportunity to secure excel- 
lent territory in the fastest growing sections 
of the United States. 


Inquiries treated as strictly confidential 


The Liberty Life Insurance Co. 


Topeka, Kansas 


Charles A. Moore, President 
Edward C. Wills, Superintendent of Agencies 





Thursday 
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EXHIBIT OF THE CHANGE IN SURPLUS OF LIFE INSURANCE COMPANIES FOR THE YEAR 
ENDING DECEMBER 31, 1927—ORDINARY BUSINESS 


The following table is taken from the Gain and Loss Exhibit contained in the Convention Blank form of annual statement, life edition, re- 
quired by the various State Insurance departments. The table presents tne changes in surplus occasioned by ordinary business only. Tables showing 
changes in surplus from Industrial, Group Insurance, Annuities, Disability and Accidental Death Benefits will be given in subsequent issues. Com- 
panies having $100,000,000 of insurance outstanding at the end of 1927 only are presented.* 
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Acacia Mutaal, Wash,........... 6,777,025 7,964,343 1,088,115 (ot. Spero 2,007,250 143,447 4,413,864 3,995,115 4,101,995 —106,880 30:00 27.49 
Aetna Life, Hartford............. 53,314,922 66,823,782 15,991,226 3,327,988 1,230,591 10,108,391 1,209,241 41,373,996 30,154,160 22,975,465 7,178,695 18.97 38.35 
American Central, Ind........... 3,403,491 4,441,597 1,246,566 nee 1,249,385 54,881 3,374,775 987,117 860, 126,461 36.67 36.73 
Atlantic Life, Richmond.......... 4,165,440 5,275,720 736,282 710,813 527 1,043,071 138,723 3,625,088 1,646,281 1,493,811 152,969 25.04 34.74 
Bankers Life, Iowa.............. 27,761,768 32,853,742 9,378,433 3,006,190 ........ 6,293,871 646,873 21,629,882 12,137,732 11,772,119 365,613 22.67 44.92 
Bankers Life, Nebraska.......... 3,635,428 5,164,195 444,195 638,294 10,129 739,659 89,697 2,668,645 2,522,176 1,979,242 542,934 20.35 30.07 
Bankers Reserve, Omaha......... 3,656,115 4,622,248 528,117 i dle e 1,404,349 101,774 3,669,824 1,025,756 926,719 99,037 38.41 25.98 
Berkshire Life, Pittsfield......... 5,713,585 7,848,719 1,845,834 su» ee 1,270,874 49,695 5,527,836 2,454,280 2,220,471 233,809 22.24 49.77 
Central Life, Des Moines... . F 5,447,973 6,878,373 678,153 661,092 87,361 1,615,020 131,681 4,200,306 2,899,038 2,367,369 531,669 29.64 26.07 
Colonial Life, Jersey City........ 343,909 442,345 84,882 Tee cv dcdenes 116,899 7,347 347,918 121,833 111,141 10,692 34:06 26.92 
Columbia National, Boston....... 5,635,697 7,944,278 1,456,073 54,006 208,975 1,522,598 141,891 5,505,049 2,435,009 2,165,184 269,825 27.02 30.50 
Columbus Mutual, Columbus... .. 3,194,015 4,370,082 373,323 545,792 27,361 819,807 35,033 2,458,622 2,045,015 1,889,033 155,982 25.67 29.64 
Commonwealth, Louisville........ 1,610,298 1,623,391 253,408 ie 417,129 10,861 1,054,974 g g g 25.91 26.57 
Connecticut General, Hartford.... 20,606,255 27,108,762 4,268,926 Elbe cezers 4,176,412 589,569 15,119,330 12,700,027 11,280,741 1,419,286 20.26 26.88 
Connecticut Mutual, Hartford.... 22,196,469 31,540,644 6,216,816 4,789,929 1,557 4,180,283 628,256 20,929,797 13,785,345 13,419,999 365,346 18.84 49.57 
Continental Life Assur., Chicago. . 2,616,919 2,997,904 Ps OE Cee 1,829 1,005,340 46,889 1,591,682 1,558,326 1,442,537 115,789 38.22 10.93 
Equitable Life, New York........ 166,147,073 213,844,798 37,803,310 36,087,603  ........ 29,908,849 2,824,317 136,394,860 81,230,756 77,822,052 3,408,704 18.00 44.49 
Equitable Life, Des Moines....... 15,375,002 20,221,933 1,887,586 3,093,713 369,178 3,385,934 394,096 11,622,976 8,897,570 8,660,023 237,547 22.02 34.79 
Federal Life, Chicago............ 2,167,073 2,719,696 406,255 122,939 18,728 864,682 79,136 1,905,096 834,113 742,265 91,848 39.91 25.29 
Fidelity Mutual, Phila........... 12,427,271 16,666,830 3,167,057 2,614,238 322,653 2,618,976 296,837 11,899,885 5;077,235 4,751,300 325,935 21.08 49.08 
Franklin Life, Springfield......... 5,192,016 6,325,485 1,149,499 136,510 39,179 1,524,608 72,544 4,099,491 2,230,231 2,036,431 193,890 29.37 25.52 
Great Southern, Houston......... 4,226,349 qg fee 41,988 7] 7] qg q g q 9 20.60 
Guardian Life, New York........ 11,478,326 15,066,213 2,469,264 ye oe 2,586,557 257,650 9,938,997 5,337,860 5,266,825 71,085 22.54 41.63 
Home Life, New York........... 9,259,047 12,670,084 2,405,868 po ere 1,939,248 236,934 8,626,967 4,311,242 4,000,346 310,896 20.94 46.06 
Illinois Life, Chicago............. 4,858,351 6,603,293 1,101,102 114,069 40,013 1,409,781 109,285 5,129,835 2,664,634 2,183,180 481,454 29.01 25.84 
International Life, St. Louis...... 8,058,626 11,129,989 1,784,571 236,595 440,982 2,477,195 211,670 8,556,082 g 9 g 30.74 30.53 
Inter-Southern Life, Louisville. . .. 3,055,931 3,697,196 771,773 181,864 58,054 1,155,044 96,500 3,266,269 476,509 437,145 39,364 37.80 33.12 
Jefferson Standard, Greensboro.... 9,253,849 11,245,290 1,960,728 892,689 30,808 2,373,964 151,930 7,206,431 4,235,103 3,918,789 316,314 28.77, 34.94 
John Hancock Mutual, Boston.... 44,407,144 52,459,442 11,242,841 ee 15,448,530 634,037 36,728,098 16,254,441 13,929,251 2,325,190 34.79 32.52 
Kansas City Life, Mo............ 9,343,487 11,868,188 1,689,809 391,029 117,955 2,827,042 341,840 7,460,319 9 9g g 30.26 23.54 
Life Ins. Co. of Va., Richmond.... 3,121,524 9 846,138 3.) Pr g q g 9 g 9 9 27.39 
Lincoln National, Fort Wayne. ... 12,344,600 14,535,513 3,602,671 210,938 33,966 3,092,212 222,740 9,075,087 5,627,694 Cd, Sree 25.06 34.17 
Mass, Mutual, Springfield........ 49,759,447 67,972,210 10,043,762 11,020,411 3,553,589 7,693,004 1,080,464 40,315,754 28,931,979 27,740,592 1,191,887 15.47 49.48 
Metropolitan Life, New York..... 229,507,684 286,965,874 40,510,412 28,087,242 531 37,928,518 4,736,132 163,354,214 131,285,915 121,771,341 9,514,574 16.53 29.89 
Minnesota Mutual, St. Paul...... 4,012,521 4,880,160 721,768 CO hixeeees 1,102,924 86,550 3,069,731 1,858,778 1,693,461 165,317 27.48 35.48 
Missouri State, St. Louis......... 17,040,628 21,890,329 3,667,624 1,145,767 408,697 4,230,429 430,541 14,397,358 7,713,991 7,492,897 221,094 24.82 30.66 
Mutual Benefit, Newark......... 72,418,685 97,433,868 17,856,936 19,205,062 ec esscece 9,500,814 2,427,714 66,314,542 32,250,796 31,422,786 828,011 213.12 51.20 
Mutual Life, Baltimpre........... 621,533 649,375 43,221 Ee 311,051 10,184 376,500 285,533 265,320 19,902 50.03 8.05 
Mutual Life, New York.......... 135,832,562 q 35,787,110 35,499,059 120,619 g g g g 52,908,866 9 g 52.64 
MutualTrust, Chicago............ 4,504,001 5,605,572 662,022 CMR iF ekeceus 1,231,284 101,030 3,253,373 2,466,258 2,396,707 69,551 27.34 26.51 
National L. & A., Nashville....... 1,646,966 1,753,851 ilk | Te eee 689,590 26,749 1,001,636 762,822 733,556 29,266 41.83 12.85 
National Life, Montpelier........ 17,109,145 22,271,191 4,258,723 3,739,632 260,707 3,155,943 419,099 15,056,705 7,981,367 7,059,859 921,508 18.36 48.04 
New England Mutual, Boston.... 32,231,354 42,524,949 7,671,130 7,861,849 445,327 5,162,470 678,336 27,359,645 15,685,521 14,987,762 697,759 15.54 48.09 
New York Life, New York....... 219,517,033 298,138,528 46,524,519 53,048,444 ........ 36,033,681 2,889,394 184,099,219 122,067,513 122,067,513 ........ 13.58 45.34 
North American Reins., New York 2,397,979 3,024,761 ie 3,120 545,817 21,997 1,413,205 1,683,780 1,595,688 88,092 22.76 33.88 
Northwestern Nat’l, Minneapolis.. 6,493,444 8,258,840 1,233,373 2 ee oe 1,724,451 163,808 5,270,576 3,044,503 2,978,139 —66,364 26.54 36.38 
Northwestern Mutual, Milwaukee. 112,570,811 155,794,409 29,464,306 33,553,589 ........ 14,231,269 3,259,143 105,614,640 52,500,390 41,019,108 ........ 12.69 56.02 
Occidental Life, Los Angeles...... 2,996,908 4,635,413 522,387 60,094 265,613 1,116,078 54,309 3,052,161 1,627,086 1,608,987 18,099 37.24 28.31 
Pacific Mutual, Los Angeles. . 22,086,478 28,759,854 3,773,625 Pe ere 4,960,063 569,015 18,480,530 10,360,843 9,213,231 1,147,612 22.45 32.46 
Pan-American, New Orleans. ..... 4,638,573 5,869,380 952,571 po ere 1,658,634 114,178 3,819,413 2,083,929 1,960,091 123,838 20.54 24.60 
Penn. Mutual, Philadelphia....... 53,267,649 74,641,603 15,407,178 13,042,616 _......... 8,572,246 1,277,254 50,327,233 24,778,530 24,579,410 19,120 16.09 53.42 
Peoria Life, Peoria............... 3,949,959 4,705,335 744,770 148,726 146,614 1,320,070 94,972 3,005,518 1,792,154 1,814,032 —21,878 33.43 26.34 
Phoenix Mutual, Phila........... 15,935,228 22,923,827 3,957,366 3,494,271 1,632,656 2,892,832 422,182 154750,982 8,150,276 7,006,099 1,144,177 18.15 56.99 
Provident Mutual, Phila......... 28,776,518 38,647,136 5,534,461 yi. | Cee 4,354,201 399,609 25,129,339 13,953,249 12,323,588 1,629,661 15.13 39.23 
Prudential, Newark.............. 139,894,249 178,735,466 30,518,397 20,325,037 3,523,021 21,402,636 2,396,708 100,613,408 81,579,450 78,552,030 3,027,420 15.30 38.86 
Reliance Life, Pittsburgh......... 11,640,546 14,221,418 2,071,952 1,521,145 113,584 3,049,795 261,512 8,692,945 5,849,179 5,628,928 220,251 26.19 31.85 
Royal Union, Des Moines........ 4,467,829 5,726,013 850,316 446,078 164,074 1,067,203 46,092 3,984,165 1,857,607 1,870,247 12,641 23.81 32.68 
Security Mutual, Binghampton.... 3,302,328 4,030,415 772,214 yj .- Perce 1,088,017 49,012 2,895,492 1,244,857 1,221,645 23,212 32.96 31.58 
Southland Life, Dallas........... 2,822,717 3,533,953 419,768 14,506 75,046 1,019,496 27,061 2,238,867 1,299,941 1,295,587 4,354 36.11 17.69 
Southwestern Life, Dallas........ 5,212,312 6,799,335 828,130 45,971 146,179 1,425,173 108,099 3,853,547 3,074,755 2,533,413 541,842 27.34 19.57 
State Life, Indianapolis.......... 7,224,753 9,450,398 1,553,402 TARRORR  — pasceces 1,928,417 171,961 6,385,921 3,131,214 3,145,571 —14,357 26.69 42.13 
State Mutual, Worcester......... 16,234,456 24,482,142 3,744,278 4,209,179 —687 2,658,290 408,678 14,765,254 9,473,177 8,151,561 1,321,616 16.32 49.00 
Travelers, Hartford.............. 73,569,375 89,898,004 17,239,354 Te. ongdewus 17,064,817 1,766,776 50,818,880 4,400,399 40,595,636 3,408,354 23.19 23.50 
Union Central, Cincinnati........ 42,924,877 59,899,214 9,964,201 rr 7,607,763 1,045,065 39,289,882 21,364,006 20,569,527 794,479 17.73 45.48 
West Coast, San Francisco....... 3,386,743 4,158,877 638,454 182,714 80,452 1,077,312 77,244 2,809,621 1,352,715 1,351,929 786 31.80 26.63 
Western’& Southern, Cincinnati... 5,738,389 8,628,410 US, | Se ECeee 5,999 1,431,510 57,396 3,435,205 5,538,622 5,616,215 —77,593 24.94 20.38 
Western States, San Francisco. ... 3,915,258 5,015,074 573,847 BORNE! © pzccsees 1,036,984 106,229 2,933,962 2,539,984 2,499,849 40,1385 26.49 23.89 
Totals 1,837,803,370 2,214,655,841 416,616,191 327,485,161 13,914,078 316,800,947 35,478,355 1,383,883,109 835,766,538 876,423,836 46,067,419 17.25 41.26 


g Unavailable. ¢ Inchides $9,573,795 health and weltare work. a Carried as contingency reserves. * Does not include American National ot Texas, Life and Casualty of Nashville and Nationa) or U. S, A,. 
Chicago; ali ot which have $100,000,000 in force. Statistics for these companies are unavailable. 





Home Life’s New York Appointment with L. A. Cerf, general agent of the Mutual insurance fraternity generally has awaited an- 
Harry J. Williams has been appointed a gen- Benefit Life Insurance Company, until 1918 nouncement of his future plans. } 
eral agent of the Home Life Insurance Company when he joined the Travelers Insurance Com- While Mr. Williams will devote himself 


and has opened offices in Suite 1608-9, 110 Wil- pany. He became manager of their life, acci- largely to building a full time agency, his or- 
dent and group department at New York. Mr. ganization is fully equipped to render efficient 


liam street, New York. 
service to brokers in placing surplus lines, 


Mr. Williams was for many years connected Williams recently resigned as manager and the 
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FIRE REINSURANCE TREATIES 
Eagle Fire Insurance Company 


New Jersey 
Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place. Newark, N. J. 





Address Home Office for Agancy Connections 


Taw JAMPTON |KOADS; 


ats Gn 


GENERAL OFFICE 
NORFOLK,VIRGINIA 


P. D. BAIN HENRY G. BARBEE 
Chairman of the Board Presieent 
































THE SIGN OF GOOD CASUALTY INSURANCE 




















LIABILITY € BURGLARY 
ACCIDENT NS Jf CREDIT 
HEALTH FRE GAS... BOILER 
AUTOMOBILE iat ix: LANDLORDS 

* TEAMS Si ahWA<- WS. = ELEVATOR 
COMPENSATION ieee GENERAL LIABILITY 


ESTABLISHED 1869 
LONDON GUARANTEE & ACCIDENT CO., LTD. 


HEAD OFFICE, 55 FIFTH AVE., NEW YORK 
C. M. Berger, United States Manager 


E. W. Lang, Resident Manager, 90 Maiden Lane, New York 





THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Composed Exclusively of 
Women in the World 


Organized October 1, 1892 
WOMEN DEPUTIES WANTED 
Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants. 


DORE GE OEE «6.655 56a 6660564 000 60s een $24,000,000 
Benefits Paid since Organization Over....... 36,000,000 


For further information write to 


THE INTERNATIONAL HEADQUARTERS 


W. B. A. Building Port Huron, Michigan 
Miss Bina M. West Miss Frances D. Partridge 
Supreme President Supreme Secretary 
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Over thirty years’ service to 
agents and policyholders reflect a 
picture of mutual satisfaction. 


CONTINENTAL CASUALTY CO. 


H. A. BEHRENS, President 
CHICAGO 


Casualty Insurance Surety Bonds 
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~ ASSURANCE 


COMPANY LTD. of LONDON 
8O JOHN ST. NEW YORK 
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FIRE INSURANCE 








NEAL BASSETT ACTS 





President of Firemen’s Group Count- 
ers E. U. A. Separation 





OFFERS HIGHER COMMISSIONS 





Letter to Agents Sets Forth Ability of 
Group to Care for Entire Business of 
Agencies 


In a letter to its agents in the territory of 
the Eastern Underwriters Association last week 
the Firemen’s Insurance Company, of Newark 
N. J., makes a counter attack on the separa- 
tion program, recently adopted by the Associa- 
tion. President Neal Bassett, of the Firemen’s 
not only offers agents a higher scale of com- 
mission than the Association schedule, but in 
addition sets forth the ability of the companies 
under his management to care for the entire 
business of any agency desirous of retaining 
the Firemen’s and resigning E. U. A. companies. 
The letter to the agents was accompanied by 
a contract containing a graded commission scale 
of 15, 20, 25 and 35 per cent, on a schedule 
said to closely approximate that now ir force in 
the Philadelphia territory. 


Mr. Bassett’s letter, which has created wide 
interest in Eastern insurance circles, in part 
reads as follows: 


Through what we are reliably informed is the 
action of the Eastern Underwriters Association 
in demanding of agents that they elect either 
to resign our agency or else resign the agency 
of companies’ members of the Eastern Under- 
writers Association, we now feel entirely free 
from what we considered to be the ethical 
position mentioned and therefore free to say 
to you that as of October 1, 1928, our commis- 
sions to you will be in accordance with the 
scale named in the enclosed Agency Commis- 
sion Agreement, which is handed you in dup- 
licate. We ask that you sign both copies and 
return them to us in the enclosed stamped and 
addressed envelope whereupon we will in turn 
sign and return one copy to you for your files. 


We are not asking you to resign the agency 
of any other company now represented by you, 
but should you now or hereafter be confronted 
with the alternative of resigning our agency or 
else the agency of some other company or com- 
panies, we call to your attention the fact that 
the compensation named by us is of important 
moment to you and we further state to you that 
it is our earnest belief that we can and will 
take care of the entire direct business of your 
agency, if that be necessary or in your opinion 
desirable. It is of course possible there may 
be some few agencies where lines are so large 
and of such nature that we would find it im- 
possible to give an agent the facilities required. 
Therefore, if you deem it desirable, upon in- 
quiry we will in advance of any determination 
upon your part, and after a full conference 
(either at our office to which you report or 
through our field force) give you proper ad- 
vices, and will upon your request cheerfully re- 
tire from your office if we are unable to give 
you the needed facilities. Permit us to repeat 
that we think this event is most unlikely. 


DECORATED BY FRENCH REPUBLIC 

Ernest Hoffman, New York Broker, Made 
Chevalier of Legion of Honor 

Ernest Hofmann, insurance broker of New 
York city, has just been decorated by the Re- 
public of France and has been made a Chevalier 
«f the French National Legion of Honor. 

The ceremony took place at his office at 68 
William street, Tuesday morning, the Honor- 
able Maxime Mongendre, Consul General of 
l'rance in New York, making the presentation. 

Mr. Hofmann has been active as an insur- 
ance broker in New York city for the past 
four years during which time he has had occa- 
sion to travel largely through Europe. He 
counts among his friends many of the most im- 
portant personages in foreign capitals. While 
Swiss born, he is a naturalized American citi- 
zen, and has been in New York for a period 
of eighteen years. Until four years ago he was 
employed exclusively in the export trade, but 
since that time has qualified as an insurance 
broker and specializes in the jewelry business, 
having such large accounts as Cartier, Inc., 
and others of the same type. 

He is a member of the following groups and 
associations; French Chamber of Commerce, 
Italian Chamber of Commerce, Brooklyn Cham- 
ber of Commerce, Alliance Francaise, Swiss 
Club, Swiss Scientific Society, All Universities 
Club and Kane Lodge. 


New Jersey Reaction 

: (Concluded from page 3) 

that the 5 per cent advance in the commission 
rates offered by the Firemen’s was a temptation, 
he had not as yet made up his mind whether 
or not to let the affiliated business go and con- 
tnue to place business with the Firemen’s or 
to make his agency a clear office, but he was 
strongly inclined to do the latter. Whether or 
not this was to be considered anything like an 
index of the probable action of other agents THE 
SpeEcTATor’s informant admitted he had no way 
of knowing. Concerning one form of the busi- 
ness he said that there might possibly be a 
considerable flow from other companies to the 
Firemen’s though here, too, he added, it was 
simply an opinion. That was the insurance in 
connection with the building and loan associa- 
tions of which there are so many in Newark 
and vicinity. Much of this insurance, he said, 
has been placed with certain companies directly 
by agents appointed by them. Whether these 
agents will improve the chance to get higher 
commissions by placing it with the Firemen’s is 
at least a question. 


Death of Thomas R. Cogan 
Thomas R. Cogan, chief accountant of the 
Hanover Fire Insurance Company, of New 
York, died October 19, after a brief illness. Mr. 
Cogan was 76 years of age, and had been con- 
nected with the Hanover Fire for 59 years. 


- 
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WILLIS O. ROBB HONORED 





Is Guest at Insurance Society Dinner 





FOLLOWS INSTITUTE SESSION 





Officers Re-elected — Several New Gov- 
ernors Named-—Prizes Awarded 

Willis O. Robb, prominent in the fire insur- 
ance business over a period of forty-four years, 
for eighteen years manager of the New York 
Fire Insurance Exchange, noted for his bril- 
liant scholastic attainments and extraordinary 
strength of character, a man of many friends 
and wide experience, was guest of honor Tues- 
day evening at a dinner sponsored by the Insur- 
ance Society of New York and the New York 
Fire Insurance Rating Organization. Mr. Robb 
retired from active business on July 31 last. 

Nearly 700 friends were present at the Hotel 
Astor to listen to Superintendent of Insurance 
James A. Beha and Jesse S. Phillips, president 
of the Great American Indemnity Company, 
and formerly also Superintendent of Insurance 
of New York, extol Mr. Robb’s virtues. The 
former manager of the Exchange has, in the 
course of his duties, been in conflict with both 
these gentlemen many times but nevertheless 
won their friendship and esteem because of his 
strong and fine character. 

Otho E. Lane, chairman of the governing 
committee of the New York Fire Rating Or- 
ganization, spoke briefly, and presented Mr. 
Robb with a check, which was rumored to be 
of very substantial proportions. 

The Society dinner followed the annual meet- 
ing of the Insurance Institute of America, at 
which time the officers were all re-elected. 
These were: President, Otho E. Lane, president, 
Niagara Fire; vice-president, Henry Moir, 
president, United States Life; vice-president, 
Charles R. Pitcher, deputy manager, Royal In- 
surance ; secretary-treasurer, Edward R. Hardy, 


‘ assistant manager, New York Fire Insurance 


Exchange. New additions to the board of 
governors were: J. Arthur ‘Nelson, president, 
New Amsterdam Casualty; and C. L. Tyner, 
president, Home Insurance Company. 

The report of Secretary Hardy indicated that 
the work and influence of the Institute is 
steadily growing. 

Walter H. Bennett Will Go to South 

Carolina 

Walter H. Bennett, secretary-counsel of the 
National Association of Life Underwriters, will 
leave Friday morning for Columbia, §. C, 
where he will make a first-hand study of the 
bank agency problem in the State. His trip 
follows a request of the officers of the South 
Carolina Association, which was presented to 
the executive committee of the National Asso- 
ciation at the recent annual mecting in West 
Baden. 
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INSURANCE OFFICE ORGANIZATION 
MANAGEMENT AND ACCOUNTS 


By T. E. Young, B. A., F. R. A. S., and Richard Masters, A. C. A. 
Second Edition—Revised 


A valuable guide to the proper organization and conduct of an 
insurance company. Sets forth the best methods to be followed 
in the formation and management of an insurance company’s staff. 
Practical features of operation are comprehensively discussed, 
including the general principles of bookkeeping. 


Price, $1.75 





Physiology and Anatomy. By Dr. Harold Gardiner. A 
concise and clearly written treatise, with numerous illustrations. 
It also contains chapters on the common diseases and accidents 
(including industrial diseases), and a list of everyday medical 
terms. ‘The book is designed particularly for insurance men and 
lawyers. 414 pages; cloth binding. 

Price, post paid, $3.00 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 


Price, post paid, $1.50 





Accountancy. By Francis W. Prxity. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view. ‘The latest exposition of the science. 318 pages. 


Price, post paid, $2.25 





Dictionary of Fire Insurance. A Comprehensive Encyclo- 
pedia of the Law and Principles of Fire Insurance, and British 
and Foreign Practice. Edited by BERNARD C. REMINGTON, F. C. 
I. I. Contains contributions by prominent officials of fire in- 
surance companies and other experts. Subjects are arranged 
alphabetically and well cross-indexed. Important subjects are 
given ample space and full explanation, and a great amount of 
serviceable knowledge is presented in condensed form. 


480 pages, half leather binding, price, $8.50 





Dictionary of Accident Insurance. A new, Encyclopedic 
Work Dealing with the Principles, Law and Practice of Every 
Branch of Accident Insurance. Edited by J. B. WELSoN, L.L. M., 
F.C.1I.1., F.C.1I.S. Contains many contributions by well-known 
authorities on British Accident Insurance Law and Practice, with 
numerous forms and documents. In each particular section, sub- 
jects are arranged alphabetically. Covers all classes of insurance 
except life, fire and marine. 

814 pages, half-leather binding, price, $17.50 





Insurance. A Practical Exposition for the Student and Busi- 
ness Man. By T. E. Younc, B. A., F. R. A. S. Third Edition, 
Revised and Enlarged. A lucid, simple exposition of the princi- 
ples and -practice of life, fire; marine and other branches of insur- 
ance. Adopted as a text book by Yale University. 


424 pages, third edition, price, $3.00 


Principles of Marine Law. By LAWRENCE DucKworTH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 


Price, post paid, $2.25 





Office Organization and Management. By LAWRENCE R. 
DicksEE, M. Com., F.C. A.,and H. E. Buarn. This volume gives 
in detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods’ 
315 pages, cloth. 

Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


INSURANCE ExCHANGE 135 WiLt1aAM STREET 
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SUPERIOR 
SERVICE! 


The word SERVICE in its true sense, 
is the keynote constantly sounded 
throughout this rapidly growing or- 
ganization. 


Let us prove that our SERVICE is 
SUPERIOR by placing your next 
Bond with the 


DETROIT FIDELITY AND 
SURETY COMPANY 


HOMER H. McKEE, President 


DETROIT, MICHIGAN 
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INSURANCE SOCIETY EXAMINATION 
AWARDS 

Announcement Made by Committee on 
Prizes 

Awards for the examinations held last 
April by the Insurance Society of New York 
have been announced by Thomas J. Grahame, 
chairman of the committee on prizes, as follows: 

First year fire: Charles R. Pitcher, deputy 
manager, Royal Insurance Company, Ltd., 
donor. First prize, Arthur J. Etzel, Suburban 
Fire Insurance Exchange; second prize, John 
M. Schroeder, North British and Mercantile; 
third prize, B. J. Broach, American Foreign 
Insurance Association, Athens, Greece. 

Second year fire: Robert P. Barbour, man- 
ager, Northern Assurance Co., donor. James 
Garner, Liverpool and London and Globe; 
Harold B. Hitchcock, Globe and Rutgers Fire; 
William T. Speigelberg, Liverpool and Lon- 
don and Globe. 

Third year fire: Clinton V. Meserole, presi- 
dent, Pacific Fire Insurance Company, donor. 
©. Th: Endemann, American Foreign Insur- 
ance Association; Harold B. Hitchcock, Globe 
and Rutgers; Arthur N. Eagles, Great Ameri- 
can. 

Honorable mention: John Kich, Scarsdale 
Agency, Inc.; Ernest K. Sorensen, Improved 
Risk Mutuals; Mrs. Julia L. Field, Niagara 


Fire. 
First year casualty: Floyd N. Dull, vice- 
president, Commercial Casualty Company, 


donor. First prize, Harmon A. Joseph, Nestles 
Food Co.; second prize, Francis D. Neumann, 
Ocean Accident and Guarantee Corporation; 
third prize, John Riddell, Norwich Union In- 
demnity. Honorable mention, George E. 
Decker, 7Etna Life. 

Second year marine: Edgerton Parsons, 
vice-president, Marsh & McLennan, donor. 
First prize, H. L. DeRham, Chubb & Son; sec- 
ond prize, Walter Reinsdorf, Johnson & Hig- 
gins; third prize, C. Th. Endemann, Ameri- 
can Foreign Insurance Association, Honorable 
mention, James Ferrara, Home Insurance. 

First year suretyship: F. Wade Hughes, 
vice-president, Royal Indemnity Company, 
donor. First prize, Donald M. Doughty, In- 
demnity Insurance Company of North America; 
second prize, E. Dale Stewart, National Surety; 
third prize, Oakley Myers, United States Fidel- 
ity and Guaranty. Honorable mention, Don- 
ald F. Harned, Metropolitan Casualty. 

Insurance Institute of America alumni prize 
(given for the best set of examination papers 
throughout the country), Donald M. Doughty 
Indemnity Insurance Company of N. A. 

Waldemar J. Nichols prize for 1928, James 
Beveridge Thomson, Globe Indemnity Company, 
Montreal. Honorable mention, John A. Moore, 
Etna Life. 


Governing Committee of the Union 
Cuicaco, Itu., October 22.—The new govern- 
ing committee of the Union includes Fred P. 
Hamilton, Queen, chairman; A. F. Powrie, Fire 
Association, vice-chairman; J. A. Campbell, 
Home of New York; A. G. Dugan, Hartford; 


W. H. Lininger, Springfield; George C. Long, 


Jr., Phoenix of Hartford; E. A. Henne, Amer- 
ica Fore; John F. Stafford, Sun, and C. R. 
Street,, Great American. 


CELEBRATES CENTENNIAL 


Union of Paris Issues History Since 
Organization 








IS LARGEST FRENCH COMPANY 





United States Branch Working Hard to 
Make Year Outstanding One in New 
Business 
The Union Fire Insurance Company, of Paris, 
France, was founded in October, 1828, by a 
royal charter and since that time has grown 
into the largest fire insurance company in that 
country as well as one of the great fire insur- 
ance companies of the world, doing business, 
as it does, in many countries beside that of its 

nativity. 

Elaborate celebrations of the anniversary have 
been arranged and among these the company 
has issued an extraordinarily well edited book 
which contains a history of the company and 
its officials and is profusely illustrated. The 
book is printed on heavy book paper and is an 
unusually fine example of typographical art. 
Among the interesting documents of which fac- 
simile reproductions have been made in the book 
is the original order of Charles, King of France, 
in which he granted the company’s charter. 

The Union of Paris, from small beginnings, 
has grown to a point where its home office 
statement now shows assets of $39,170,400. It 
has a capital of $4,000,000 and its surplus to 
policyholders is $16,316,676. The company 
established a United States branch in 1910 un- 
der the management of Starkeather-Shepley, 
Inc., who were succeeded in 1925 by Emil G. 
Pieper, of Providence, R. I., who is also presi- 
dent of the Rhode Island and other insurance 
companies. Under this careful and conserva- 
tive management the assets in this country have 
been built up to $2,182,546, with a surplus of 
$606,566 over all liabilities. The premium in- 
come of the United States branch in 1927 was 
$1,368,525. The managers have a reputation 
for low management expense and the underwrit- 
ing results have been normally good as shown 
in The Insurance Year Book for 1928. 

The celebration in the United States is largely 
being confined to an effort to make the year a 
memorable one in the annals of the company, 
especially the United States branch. Mr. Pieper 
is assiduously conducting a drive for a premium 
income which will accomplish this and has writ- 
ten a number of letters to the agency force 
calling attention to the close relationship which 
has always existed between the United States 
and France and his desire to carry this out in 
business channels. In one of these letters Mr. 
Pieper says: 

Events significant of the traditional friend- 
ship that has so long existed between the peoples 


FIRE INSURANCE COMPANY OF 
CHICAGO 
Company to Be Launched January 1 With 
$2,000,000 Capital 

Cuicaco, Iti., October 19.—Development 
plans of the fire insurance company of Chi- 
cago which was launched in March of this year 
by a group of business leaders in that city 
with a proposed capital of $2,000,000 and sur- 
plus of $3,000,000 now call for the start of 
underwriting operations by January 1. The 
board of directors which has been increased 
from 15 to 25 includes the names of several of 
the city’s leadgrs in industry and finance. 

Darby A. Day, Chicago manager for the 
Union Central Life Insurance Company, who 
has been a director and one of the prime movers 
in the company since its inception, has decided 
to place himself and his organization behind 
the campaign to dispose of the balance of the 
company’s stock, and to enable him to devote 
his full effort to this work the executive of- 
fices of the company have been moved to the 
twenty-third floor of the Bankers building in 
space adjoining his offices. 

Up to the present, disposal of the company’s 
stock has been by invitation of the organizers. 
But in order to promote a wider holding of 
the stock, in view of the fact that this will 
be Chicago’s largest fire insurance company, 
and the first to be launched in that city in many 
years, the officers and directors are announc- 
ing a public offering immediately. 








of the United States and France are naturally 
of interest to the United States management of 
a French fire insurance company and “lest we 
forget,” it may perhaps be quite proper for us 
to occasionally direct the attention of our 
friends and agents to notable evidences of the 
way in which this historic relationship is be- 
ing perpetuated. 

Just a few days ago our neighboring city of 
Newport, R. I., was the scene of a most im- 
pressive celebration when there was unveiled 
still another monument to the memory of that 
gallant French general, Count de Rochambeau, 
who commanded the French troops which ren- 
dered such timely and effective support to Gen- 
eral Washington and his army in the final cam- 
paign which won for us our American Inde- 
pendence. The monument has been erected 
upon the site where Rochambeau landed 150 
years previous, and it will stand as evidence to 
the admiration and gratitude with which that 
city still remembers his name and fame. | 

Also we would like to call your attention to 
another celebration that recéntly occurred in 
Paris, France, when this company appropriately 
observed the 100th anniversary of its founding 
and especially to our desire that the Centennial 
year of this oldest and largest fire insurance 
company of the friendly Republic of France, 
should be a memorable one in the United States. 

Mr. Pieper recently visited the home offices 


of the company in Paris, where he participiated 
in some of the functions incident to the cele- 
bration of the anniversary. 








Has paid losses for 
cver 50 years 


J.HARRIS LENKER, President. 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manager 


fair and prompt adjustment of losses 
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WHERE FIRE INSURANCE 


DIVIDENDS COME FROM 


Copyright, 1928, 


by The 


Spectator Company, 


New York 





ALL DIVIDENDS TO STOCKHOLDERS FOR 10 
YEARS WERE DERIVED AND PAID FROM 


INCOME FROM INVESTMENTS 











IN 
10 YEARS 
OF 
194 MILLIONAIRE 


INVESTMENT INCOME 


DIVIDENDS PAID IN EXCESS 
OF CONTRIBUTIONS 


$221,655,217 
(40% OF INVESTMENT 
INCOME) 











USED FOR LOSSES OR ADDED 








(Cash and Stock) 











FIRE INSURANCE TO SURPLUS 
COMPANIES $337,661,564 
$559,316,781 (60% OF INVESTMENT 
INCOME) 
SUMMARY: 

ig ch | ke Lt eC) | mh $559,316,781 
CONTRIBUTIONS TO SURPLUS.......... 114,691,844 
DUOEWEs Sine otlowewawn Slee Rotem sale $674,008,625 
PAID FOR DIVIDENDS 6. osc cc ccs ccccece $336,347,061 


USED FOR LOSSES OR ADDED TO SURPLUS 337,661,564 

















ci cy i \ ee plane Rotates carats bee aaaiae eae $674,008,625 

Excess of 
Investment 
Income Contribu- Income and 

: from tion of Contribu- 

NAME OF COMPANY Invest- Stock- Dividends _ tions Over 
ments holders Paid Dividends 

in ar Yrs. in = Yrs. in Ten Yrs. in Ten Yrs. 
ee BEMSR SIO wn ences 11,850,000 4,138,519 
Agricultural, Watertown.......... 4,282,377 $1,000,000 13,140,000 2)142'377 
NE eer ees a, ae 367,500 461,441 
Allemannia, Pittsburgh eC | eee $1,004,000 810,842 
Alliance, Philadelphia . . cows 2,767,414 §125,000 1,546,250 1,346,164 
American, Newark............... 7,704,545 1,000,000 5,550,083 3,154,462 
American Alliance, New York..... 2,596,934 [250,000 2,290,000 556,934 
American and Foreign, N. Y...... US 3 Lo 21,680,000 —290,463 
American Auto., St. Louis........ 2,122,491 §450,000 41,326,000 1,246,491 
American Central, St. Louis...... i re 450,000 2,662,086 
American Druggists, Cincinnati... . 424,668 17,500 380,731 51,437 
American Eagle, New York....... of eee 1,390,000 1,857,086 
American Equitable, New York... 2,505,556 900,000 $1,117,856 2,287,700 
American Lloyds, Inc., N. Y.*..... Ree P-waunsaes | eobencme 18,485 
American National, Columbus.... . Lo ae 25,000 533,853 
American Reserve, New York*.... 564,539 §800,000 304,858 1,059,681 
American Union, New York*...... 289,680 §|700,000 oda Nee 989,680 
Automobile, Hartford............ 4,834,335 §15,000,000 1,670,560 18,163,775 
Baltimore American, New York*. . 1,695,617 §1,000,000 360,000 2,235,617 
Bankers and Shippers, N. Y.*..... 1,839,126 1,500,000 415,000 2,924,126 
eT eee eee ee SROOONS nk vse wes 43,860,000 2,430,908 
SOND, cn ticaee a 6 a4s 0:0 oS eee 1,706,000 118,474 
California, San Francisco fof. fie 230, 000 1,287,584 
Camden Fire, Camden........... eel ere 9344 1,952,681 
Carolina, Wilmington............ 315,823 §450,000 537,320 
Central Fire, Baltimore........... oS ae 373,332 
Chicago F. & M., Chicago*....... 738,924  h1,080,917 1,539,841 











NAME OF COMPANY 


pie SE Ete 5 5 Have ols i5 coo 
City of New York ON. Y...... 2200 
Columbia, Jersey City............ 


oe 
Columbian National, Lansing.... . 
Commerce, Glens Falls........... 
Commercial Union, New York..... 
Commonwealth, N. 
Concordia, Milwaukee............ 
Connecticut, Hartford............ 
Continental, New York........... 
County Fire, Philadelphia........ 
Delaware, New York* 


Detroit F. & M., Detroit......... 
Dixie Fire, Greensboro........... 
Dubuque F. & M., Dubuque...... 
Eagle Fire, New ie 
Eagle, i RS eee ar 
East and West, New Haven*...... 
Employers’ Fire, TEOMEOO oo o.g:5 5:0 5 
Equitable Fire, Charleston...... s. 
Equitable F. & M., Providence. ... 
Eureka-Security, Cincinnati* 


Mumort, New Vote®. . 66.666. 63s 
Federal, Jersey City............. 
Federal Union, Chicago.......... 
Fidelity-Phenix, New York....... 
Fidelity Union, Dallas*........... 
Fire Association, Phila........... 
Fireman’s Fund, San Francisco... . 
Firemen’s, Newark............... 
Fire Reassurance, New York*..... 
First American Fire, New York*.. . 


Franklin Fire, Philadelphia....... 
Franklin: National, New York*.... 
General Exch. Ins. Corp., N. Y.*.. 
a a ee 
Girard F. & M., Philadelphia..... 
Glens Falls, Glens UME. ccsacrecies 
Globe, Pittsburgh... .... 60.00 
Globe & Rutgers, New York...... 
Granite State, Portsmouth........ 


Great Lakes, Chicago............ 
Guaranty, Providence*........... 
Guardian Fire, New York*....... 
Gall Ine: Co,, Dallaa®. ... ..5....64.0 
Hamburg-American, N. Y.*....... 
Hamilton Fire, New York........ 
Hanover Fire, New York......... 
Harmonia Fire, Buffalo........... 
Hartford Fire, Hartford.......... 
Home F. & M., i 


PARE, INOW WORK... 066 cceses 
Home Fire, Little Rock........... 
Homeland, New York*........ ne 
ROUEN, NOW WORK oc. sic se so cece 
Imperial Assurance, N. Y......... 
Importers & Exporters, N. Y...... 
Indemnity Co. of Amer., St. Louis. 
re US a 
Ins. Co. of N. America, Phila...... 
Ins. Co. of State of Pa., Phila..... 


International, New York......... 
Inter-Ocean Reins., Cedar Rapids* . 

Iowa National, Des Moines....... 
Knickerbocker, po 
La Salle Fire, New Orleans* . ‘ 
Liberty Bell, re all iaoveups 
Liberty, Dayton, O.* = is oraves 
Sgmpein Fe, BEF ois cnc ens ce 
Lumbermen’s, Philadelphia. ...... 
Manhattan F. & M., New York*. . 


Maryland Ins. Co., Baltimore... . . 
Massachusetts F. & M., Boston... . 
Mechanics, Philadelphia.......... 
Mechanics & Traders, New Orleans 
Mercantile, New York. . 
Merchants & Mfrs. Fire, Newark*. 
Merchants Fire, Denver.......... 
Merchants Fire, New York... ..... 
Merchants, Providence*.......... 
Rieter, St. Pail” so... sew aes 


Michigan F. & M., Detroit. 
Milwaukee Mechanics, Milwaukee. 
National American, Omaha* 
National Auto., Los Angeles*..... 
Nat’l-Ben Franklin, Pittsburgh. . 
National Fire, Hartford . Sim 
National Liberty, New York .... 
National Reserve, Dubuque*.... 
National Security, Omaha........ 
National Union, Pittsburgh....... 


Newark Fire, Newark............ 
New Brunswick, New Brunswick. . 
New England Fire, Pittsfield*.... . 
New Hampshire, Manchester...... 
New Jersey, Newark............. 
Mew wae were, NOW *. occ cnees 
New York State Fire, Albany..... 
New York Underwriters, N. Y.*... 


Income 
from 
Invest- 
ments 
in Ten Yrs. 


368,742 
1,739,440 
808,995 


527,796 
957, 745 
843,806 
903,038 
2,023,019 
2,378,584 
5,680,500 
29,763,844 
782,865 
244,586 


1,586,703 
355,233 
796,236 
487,498 

1,794,161 

1,161,438 


828,413 


21,302, 942 
343,673 
8,210,957 
10,601,878 
5,863,529 
1,212,742 
463,344 


3,192,126 


27,916, i241 
,074 
22,915,795 


587,655 
97,757 


22,719,182 
1,614,287 


36,162,542 


9 
19, 344, 123 
2,665,578 


3, psy 238 
726,620 
6 


162, 878 


1,041,840 
4,299,924 
hh962,912 
475,379 
2,230,791 
11,260,875 
10,041,000 
681,716 
461,070 
4,288,314 


2,088,698 
849,495 
68,627 
115,027,150 
2,011,608 
149,565 
448, 256 
504,429 


Contribu- 
tion of 
Stock- Dividends 
holders Paid 
in Ten Yrs. in Ten Yrs. 
tie areae 170,000 
§400,000 920,296 
§388,426 290,000 
Ns ees 1345,000 
k580,248 278,206 
£200,000 1322,000 
into Dieta 200,000 
Se ares 550,000 
ave eievira tere 908,750 
cise ees 3,500,000 
ree m26,600,506 
300,000 354, 958 
SIOOCOR- nv acieva's 
ee 1,291,000 
kw sown 400,245 
ey 1,120,000 
$726,120 2,020 
q1,112,500 700,625 
§500,0 See Pee 
ST COC OO keds nes 
satan Seated att 333,366 
500,000 887,500 
Sore hoki 380,714 
933,385 200,000 
See $2,735,000 
400,000 72, 
{1,000,000 m15,199,971 
§300,000 116,402 
42,600,000 55,899,473 
§1,750,000 15, 
§9,125,982 16,430,685 
§207,875 74, 
Lp 7 i ee 
§500,000 2,220,000 
1) errr 
B1B00;000) case aes 
§1,000,000 u581,994 
§275,000 35,000 
02,250,000 a4 
Seine see x10,094,000 
Ly ae 402,000 
1,500,000 19,050,000 
434,597 77,899 
$730, 000 81,573 
§2,000,000 120,000 
ODOC | eres 
aa434,500 40,000 
awe ress 6b1,139,939 
pail nis Ti; "750,000 
§300,000 127,000 
§3,000,000 cc14,078, 841 
§1,750,000 480, 000 
$3,000,000 dd33,030,000 
Bear eee g1,235, 585 
OG) errr 
yi || Tre 
§522,000 $710,000 
fear eis °72°500 
sca eectat nerd 159,000 
$1,000,000 11,595,000 
ealp sie wire 530,972 
seed col unerere 11,380,000 
§248,178 30,000 
pane 170,000 
§400,000 $1,312,315 
§617,951 62,413 
«sii nivlo.a 25,000 
Peceneeuesié 105,393 
§1,825,000 450,000 
§500,000 980,000 
SB0D,000 8s wc eseses 
§800,000 238,750 
Bath Shot 430,000 
§385,000 512,500 
Seer 950,000 
§1, - °. MED... -winieversganais 
242,497 
78, 000 = gg3,204,000 
5498, 244 174,134 
PROUD | ck anes’ 
sg wished 380,000 
©375,000 2,232,500 
carheereie 456,927 
rex eae 340,500 
scarce 1,220,335 
© 1,000,000 5,141,775 
Fe ee gee 44,099,660 
11511,200 230, 
§250,000 117,500 
2,625,000 2,118,725 
Canine ERs 7813,599 
kk1,182,077 318,031 
§715,000 215,000 
yo pee 2,992,219 
$287,500 405,000 
§320,000 54,400 
eee 97,000 


Excess of 
Investment 
Income and 

Contribu- 

tions Over 

Dividends 
in Ten Yrs. 


198,742 
1,219,144 
907,421 


182,796 


"780,724 
1,561 798 


521, 566 
1,472,126 


5,365,795 
944,353 


8, 749, 123 
2,134,606 


2,060,238 
744,798 


999,462 
376,977 
1,235,959 
1,192,526 


462, 878 
661,840 


be "119, 100 
5,941,340 
962,916 
593,570 
4,794,589 


1,275,099 
1,713,541 
568,627 
2,034,931 
1,894,108 
415,165 
351,256 
504,429 
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Excess of Excess of 
Investment Investment 
Income Contribu- Income and Income Contribu- Income and 
from tion of Contribu- from tion of Contribu- 
NAME OF COMPANY Invest- Stock- Dividends _ tions Over NAME OF COMPANY Invest- Stock- Dividends tions Over 
ments holders Paid Dividends ments holders Paid Dividends 
in = Yrs. in ar Yrs. in 7 Yrs. in Ten Yrs. in “ Yrs. in Ten Yrs. in Ten Yrs. in Ten Yrs. 
3 $ $ 
Niagara Fire, New York.......... 8,430,290 sg. cn ene 45,210,000 3,220,290 Transportation, N. Y.*........... 1,846 Uo ieee 501,846 
North Carolina Home, Raleigh.... (op. are mm408,000 69,818 Travelers Fire, Hartford*......... 561,725 §6,500,000  ........ 7,061,725 
‘Tete Wire, Datine”. .. 02566655. 133,936 a eee 233,936 
Northern, New York...,......... 1,834,092 125,000 720,000 1,239,092 Twin City Fire, Minneapolis...... SER GSR lo eccces 30,000 482,689 
North River, New York.......... 7,388,146 §225,000 13,050,182 4,562,964 
North Star, New York*.......... 392,412  §1,200,000 189,000 1,403,412 Union Automobile, Los Angeles... . 1,149,019 $275,000 347,637 1,076,382 
Northwest. F. & M., Minneapolis. . DA) oS | re ar 410,000 637,284 United American, Pittsburgh...... 1,549,233 750,000 311,000 1,288,233 
Northwestern Nat’l, Milwaukee. . . CS nee 3,240,000 1,441,783 | United Firemen’s, Philadelphia... . 1,094,220 §408,050 156,000 1,346,270 
Ohio Casualty, Hamilton*........ a ees 69,750 356,360 United States Fire, New York..... EE Ge kccaceas vv3,617,789 7,968,880 
Old Colony, Boston.............. 2,057,163 §400,000 724,000 1,733,163 U. S. Merchants & Shippers, N. Y. 2,916,297 §300,000 591,480 2,624,817 
Old Dominion Fire, Roanoke*..... 240,595 §75,000 60,000 255,595 Universal, Newark*.............. 2,028,414 ‘ww192,292 144,000 2,076,706 
feet, tg EPetatera tera o ara wtar aie 2,439,693 ........ 1,400,000 1,039,693 Utah Home Fire, Salt Lake City... 1,116,802 §250,000 748,000 618,802 
acilic Fire, New RR Seepaen 1,903,170 Ceeccces 1,452,070 451,100 Victory, Philadelphia* - ETA EF 735,198 $1,000,000 578,404 1,156,794 
Patriotic, New York*............ WR aie eee 267,651 Virginia F. & M., Richmond... ... 1,336,044... £825,000 511,044 
Pennsylvania Fire, Phila.......... 4,836,960 ........ 2,443,750 2,393,210 | Washington Assur. Corp., N. Y.*.. 130,348 = §200,000........ 330,348 
Peoples National, Pni Be seco SOD nc eeecee ’ 1299, r : 5 
Philadelphia F. & M. Phila... 606-586 §1,500,000 1750001931588 West American, Los Angeles*..... 788,792 — §150,000 2437495 501,297 
Phoenix, Hartford............ ae >) es 9,725,172 4,368,148 Westchester Fire, N. Y........... 5,582,562 1,000,000 3,000,000 3,582,562 
Piedmont Fire, Charlotte, N. C.... (i. ees 215,000 561,705 Western Auto., Fort Scott, Kans... SUIMEA | cik wee ~~ Soares 335,501 
Pilot Reinsurance, N. Y.*........ 147,751 $400,000 kk ccucs 547,751 World F. & M., Hartford*........ 417,235 §1,000,000 .......... 1,417,235 
Potomac, ‘Washington............ 662,287 BA) ee 1,262,287 
Preferred Risk, Topeka........... 728,108  00577,867 64,266 1,241,709 Totals (194 Companies)...... 559,316,781 114,691,844 336,347,061 337,661,564 
Presidential F. & M., Chicago*.... 217,097 9350,000 =... 567,097 
*In business less than 10 years. t Includes $500,000 stock dividend. { Includes 
Providence Washington, Prov..... oS rere ~4,309,967 1,215,591 $300,000 stock dividend. §Surplus paid in. {] Premium on new stock. a Includes 
Provident, Rochester, N. H.*..... 54,659 $550,000 50,000 554,659 $700,000 stock dividend. 6 Includes $600,000 initial surplus paid in and $300,000 trans- 
Prudential of Gt. Britain, N. Y.*.. 577,340 qq1,000,000  ......... 1,577,340 ferred from capital. c Includes $1,000,000 surplus paid in and $500,000 cash special re- 
Queen, New York... ..........6. ye ar rr9,500,000 —2,156,950 serve. d Includes $1,000,000 stock dividend. f Includes $600,000 stock dividend. g In- 
Reinsurance Corp. of Amer., N. Y.*. 302,818  §1,050,000 .......... 1,352,818 cludes $250,000 stock dividend, h Initial surplus paid in. iIncludes $150,000 stock 
REBADIE, DIAGEO «oc. 5. ccc sv o0e% eas 400,000 106,995 dividend. k Includes $12,905 premium on new stock and $567,748 surplus from deduction 
Reliance, Philadelphia............ 934,526 §600,000 582,806 951,720 of par value of stock. / Includes $200,000 stock dividend. m Includes $5,000,000 stock 
Republic, DBlae™ 6. 6o:c.s.0:0:0.0:0:005: 2,391,975 sabi eas 42,305,000 86,975 dividend. » Includes $300,000 transferred from surplus to capital. gq Includes $125,000 
Republic Fire, Pittsburgh......... 795,326 §70,000 255,000 610,326 premium on stock sold and $987,500 surplus paid in. 7 Includes $332,110 commission on 
Rhode Island, Providence........ 1,411,375 $350,000 727,077 1,034,298 reinsurance and $601,275 surplus paid in. s Includes $24,473 interest paid scrip-holders 
; and $1,000,000 stock dividend. ¢ Includes $750,000 surplus paid in. « Dividends to 
Richmond, New York............ So) eee 1507,000 491,176 policyholders. v Subscribed surplus. w Includes $1,750,000 surplus paid in. x Includes 
RGNSIG. TlantloOh®.. «. «66 5.< aie msc Ges 4,966,271  §2,128,448 3,384,000 3,710,719 $2,800,000 stock dividend. y Includes $2,500,000 stock dividend. z Includes $361,132 
Safeguard, New York............ pe Perry 20,000 526,895 surplus paid in and $73,465 notes collected on sale of stock. aa Includes $309,500 surplus 
Security, New Haven............ 4,053,398 §300,000 1,233,000 3,120,398 paid in and-$125,000 premium on stock sold. 6b Includes $799,996 stock dividend. cc In- 
Security, Davenport............. Ce rer 270,000 372,786 cludes $78,841 interest on new capital payments. dd Includes $6,000,000 stock dividend. 
Sentinel, Springfield.............. 130,299 $500,000 bbdcccas 630,299 ff Includes $150,000 surplus paid in and $191,916 contribution by stockholders. gg In- 
Southern Home, Charleston....... 398,769 55350,000 378,784 369,985 cludes $1,570,000 stock dividend. hh Includes surplus paid in. 12 Includes $300,000 sur- 
Springfield F. & M., Springfield... . eo 0 eee 45,555,000 3,830,701 plus paid in and $211,200 premium on stock sold. kk Includes $100,000 premium on new 
St. Paul F. & M., St. Paul........ Ua. 1) | rere 116,822,000 2,552,655 stock and $1,082,077 surplus paid in. // Excludes $365,856 of ledger assets received on 
Standard Fire, Trenton........... 990,889 $100,000 1616,000 474,889 merger of Pacific States Fire, of Portland, Ore. mm Inciudes $100,000 stock dividend. 
oo Includes $495,050 premium on new stock and $82,817 surplus paid in. p) Includes 
Standard, Hartford. .......5 6.606085 829,445 §500,000 200,000 1,129,445 $2,000,000 stock dividend. gg Includes $500,000 surplus paid in and $500,000 premium 
Standard, New York*............ 802,686 §1,056,813  ........ 1,859,499 on new stock. rr Includes $3,000,000 stock dividend. ss Includes $150,000 surplus paid 
ic, Ns ok eee 1,406,970 uu900,000 540,000 1,766,970 in on new stock and $200,000 premium on new stock. (¢t Includes $2,000,000 stock divi- 
Stuyvesant, New York........... 1,882,892 §300,000 251,979 1,930,913 dend. uu Includes $400,000 surplus paid in and $500,000 premium on new stock. vv In- 
Superior, Pittsburgh............. 1,837,315 $775,000 952,000 1,660,315 cludes $62,500 stock dividend. ww Net amount received from non-admitted reinsurers 
Transcontinental, New York*..... 137,129 §690,000 _—............... 827,129 for losses and reserves, 


Fire Companies Interested in Graf Zeppe- 
lin Coverage 

That American marine insurance companies 

are alert to the latest developments of trans- 

portation is evidenced by the fact that the cargo 

of the German airship Graf Zeppelin was 

partly insured in the American market. Among 


Re-Insurance 


Cor poration 


the companies participating in this insurance Soul 
were the American Eagle, Continental and 
° Fidelity-Phenix, of the America Fore group, (Says an Agent) 
of America the Glens Falls, Firemen’s, American of New- 
ark, and Hanover. **The Agricultural has 
The insurance was placed for the account a soul. Their courte- 


HORACE R. WEMPLE, Pres. 


? 


TREATY and FACULATIVE 
FIRE RE-INSURANCE 


ous and prompt way 
of handling all mat- 
ters pertaining to the 
insurance business, 
cannot help but com- 
mend the company to 
an agent. Their drafts 
are always among the 


of- American shippers and the rate paid was 
8% per cent. 

The transaction was handled by the marine 
office of America which does the marine under- 
writing for the companies mentioned. 


Heads Western Automobile Conference 


Cuicaco, Itt., October 24.—H. A. Miller of first to come in after 
JANUARY, 1928 the North America was elected president of the a loss has been settled 
Western Automobile Underwriters Conference —Nuf sed.”’ 


Capital and Surplus, $1,324,348.38 


here last week. E. A. Henne of the America 
Fore was elected vice-president and Ralph 
Rawlings of the Old Colony was elected treas- 
urer. The new executive committee is composed 
of George H. Bell, Natonal; F. P. Hamilton, 
Queen; W. A. Chapman, Firemen’s Fund; A. 
F. Powrie, Fire Association; George Tramel, 
Automobile; A. G. Dugan, Hartford; C. N. 
Gorham, American; W. H. Lininger, Spring- 
field, and W. K. Maxwell, Hanover. 
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Ideas That Mean More 
- Business for the Agents 


ANY MEN have written the rules for 

success in business. Simple rules that 

it would seem anyone could follow. But the 

real secret lies in individual application of the 
general rules. 

The home office of the United States Fidelity 
and Guaranty Company cooperates with its 
agents to meet successfully the problems that 
result from ever growing competition. 


UNITED STATES FIDELITY 
AND GUARANTY 
COMPANY 


Home Office: BALTIMORE, MARYLAND 
ESSENTIALLY AN AGENCY COMPANY 














52.01% 


Of the new business Paid for in The 
Northwestern Mutual Life Insurance Com- 
pany in the year 1927 was upon applications 
of members previously insured in the 
Company. 


Once a Policyholder--- 
Always a Prospect 





THE POLICYHOLDERS’ COMPANY 


The Northwestern Mutual Life Insurance Company 
of Milwaukee, Wisconsin 
W.D. VAN DYKE, President 
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New York City 





FUR INSURANCE 


FURS Insured against Loss of any kind 
(except Moth and Wear and Tear) at 
All Times and All Places 


A. F. SHAW & CO., Inc. 


Maiden Lane 
Chicago, IIl. 


General Agents—‘All Risks” Department 
Saint Paul Fire & Marine Insurance Co. 


Insurance Exchange 




















1851 1928 


Berkshire Life Insurance Co. 


In establishing connections with a 
life insurance company, the personal 
equation of its official family is of 
paramount importance to the pros- 
pective agent. The Berkshire Life 
Insurance Company of Pittsfield, 

- Massachusetts, has a well - earned 
reputation for a co-operative spirit 
between the Home Offfice and the 
Field Force that is of inestimable 
value to the success and happiness 
of its representatives. 


“Ask Any Berkshire Agent” 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASSACHUSETTS 
Incorporated 1851 


Fred H. Rhodes, President 
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SIDE LINES RIPE FOR DEVELOPMENT 


Use and Occupancy Insurance and Other Allied Lines Are 
Particularly Adaptable to Modern Business Conditions 


MORE or less unfortunate term in the 
A fire insurance jargon is “side lines.” It 

calls to mind the old-fashicned drum- 
mer who would take out a stock of greeting 
cards during the holiday season to augment his 
income from the regular line of tobacco or 
fancy candies. As applied to the fire insurance 
business the term is a complete misnomer. The 
so-called side lines are more correctly named 
“allied lines” and some of them merit classifica- 
tion as “major lines.” 

The reason for particular attention being ac- 
corded these coverages at the present time is 
two-fold. In the first place, the new under- 
writing policy adopted by a number of the 
larger carriers tends toward greater strictness 
in the selection of risks with a consequent de- 
cline of premiums. This deficiency in the usual 
source of income can be more than counterbai- 
anced by increased efforts in the direction of 
allied lines. Complementary to this develop- 
ment is the fact that changing conditions in the 
economic world have placed several of the 
lesser known coverages in an advantageous posi- 
tion. 

Use and Occupancy insurance is a case in 
point. Ever since its inception, of course, the 
value of this type of coverage has been rec- 
ognized and up-to-the-minute agents have ap- 
preciated its importance. It is self-evident that 
when property is damaged by fire or any other 
destructive act of nature or man, the loss suf- 
fered by the owner will exceed, in almost every 
case, the indemnity he will receive by virtue 
of his insurance policy covering property dam- 
age from any cause. Consequently the type 
of insurance devised to indemnify the owner 
for these accompanying losses—losses sustained 
by reason of the assured’s inability to occupy 
his premises and carry on his business—is very 
appealing to the manufacturer or merchant who 
has been sold on the idea of insurance in gen- 
eral. Always a sound and necessary coverage, 
use and occupancy insurance to-day stands on 
level ground with fire insurance, perhaps, in 
fact, exceeds its parent in importance, because 
of modern developments in industry and com- 


merce. 

The emphasis placed on production in indus- 
try today has shifted the insurance needs of 
the manufacturer. Quick turnover is the watch- 
word of manufacturers nowadays and the race 
to get the product to market has superseded all 
other considerations. The intrinsic value of a 
manufacturing plant is but a slight indication 
of the worth of the business. A million-dollar 
plant now turns out a product which brings in 
five million dollars yearly when marketed, just 
the reverse of the situation a decade or so ago 
when the plant represented a heavy investment 
which required several years of operation to net 
a return. It is not loss of contents so much 
as loss of use which is going to impose the 
most serious penalty on the owner. 

We think of large corporations to-day in 
terms of earnings. Capital is plentiful, as wit- 
ness the unprecedented amount of new organ- 
izations in the fire insurance field alone, and 
the least of their troubles seem to lie in secur- 
ing the money. It is the earnings which use 
and occupancy insurance protect, and business 
men realize that to safeguard earnings against 
unforeseen hazards is no less entrusted to them. 
protection of the capital entrusted to them. 
Use and occupancy insurance is gradually be- 
ing extended to meet various phases of these 
demands. For example, the tendency of the 
large manufacturing organizations is to throw 
out a chain of individual plants, each perform- 
ing an operation necessary to the finished prod- 
uct, or in many cases, effecting purchasing 
arrangements with several separate manufac- 
turers. The contingent use and occupancy pol- 
icy covers just such a situation. It protects the 
loss that the main factory would sustain in the 
event that any of the contributory factories 
were forced to suspend operations. The large 
automobile factories are prominent patronizers 
of this form of coverage. 

But the benefits of use and occupancy insur- 
ance are not restricted to large risks alone. The 
coverage supplies just as definite a need to the 
small manufacturer and particularly to the 
merchant. Competition is so Keen in the mer- 
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chandising field that a forced cessation of busi- 
ness for a few months or a removal to an un- 
familiar site would throw the concern out of 
stride and result in heavy losses. 

In view of the fact that use and occupancy 
insurance is on the threshold of a period of umn- 
usual development, company executives should 
give consideration to the demands now preva- 
lent for greater flexibility in its policies. Steps 
should be taken to liberalize the coverage, 
extending it. to such limits as are still commen- 
surate with sound underwriting. It is felt by 
many underwriters and agents that if the use 
and occupancy policy could more easily be 
adapted to individual needs, and changes made 
in the time lHmitation and the coinsurance re- 
quirement, that a much wider field for this cov- 
erage would be opened up for the stock com- 
panies. 

Rent, rental value and leasehold insurance 
are important lines to-day in view of the: fact 
that real estate values are in a constant flux. 
There are still a large number of lessees who 
are enjoying long term leases granted when 
rents were as much as 50 per cent lower than 
they are at the present time. The great major- 
ity of such leaseholders, while cognizant of the 
advantage they are enjoying, have never been 
acquainted with the method of insuring this as- 
set. There is a wide field for rental value in- 
surance because the “own your own home” 
movement has created thousands of new small 
property owners to whom a loss of rental would 
seriously impair their solvency. The beauty 
of these lines is that they may be simply writ- 
ten along with the fire insurance and require 
no separate solicitation. 

There is no argument against pushing “side 
lines.” The least that can be said about them 
is that they open up new vistas and build up 
an agent’s clientele. But more important con- 
siderations, as we have indicated, are bringing 
them to the forefront. It is well that bad fire 
business is being rejected; but it should be re- 
membered that the great majority of the good 
fire business may be prospected for equally 
good business in aliled lines. 
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AETNA INSURANCE COMPANY 
Hartford, Conn. 


Directors Propose 50 Per Cent Capital 
‘ Increase 


On November 12 the stockholders of the 
7Etna (Fire) Insurance Company of Hart- 
ford, Conn., will meet to vote on the proposal of 
the directors that the capital of the company be 
increased from $5,000,000 to $7,500,000. 

The text of the resolution which will be sub- 
mitted to the stockholders is as follows: 

“Resolved: That the directors be authorized 
to increase the capital stock of the company 
from $5,000,000 to $7,500,000 by the issue of 
25,000 additional shares of the par value of 
$100 each, the right to subscribe therefor at $100 
per share to be offered to the stockholders of 
record at the close of business October 8, 1928, 
in the propotrion of one share of new stock to 
each two shares of stock held by them respec- 
tively, such right to be exercised on or before 
December 8, 1928, and the subscriptions thereof 
to be payable in cash in one installment on or 
before December 8, 1928, said new shares to be 
issued after full payment therefor as of Decem- 
ber 8, 1928, and to be entitled to participate in 
any dividend thereafter declared, provided that 
the directors shall have power to dispose of 
shares not so subscribed and paid for, in such 
manner as they may determine to be for the 
best interests of the company, at not less than 
$100 per share.” 

If the increase is approved by the stock- 
holders, the next quarterly dividend will be 
based on the new capital. The directors expect 
to be able to pay dividends at the rate of 20 
per cent which, although ’4 per cent below the 
previous rate, represents an increase in the total 
dividend payments by the company of $300,000. 
At this dividend rate, the stockholder investing 
in the new issue will get a return of 12 per 
cent on the money so invested. 

The increase is of particular interest because 
the capital structure of the Aétna Insurance 
Company has undergone comparatively few 
changes in its long history. Thus the capital of 
the company in 1886 was $3,000,000, which was 
reduced by half in 1871, and increased ten years 
later to $4,000,000. The capital remained at this 
figure until 1910, when it was made $5,000,000. 
The present increase, therefore, will be the first 
in eighteen years. The company’s dividend pol- 
icy has been very generous, steady increases be- 
ing noted since 1910. 


COSMOPOLITAN FIRE INSURANCE 
COMPANY 


New York, N. Y. 
$2,500,000 Corporation Gets Under Way 


The Cosmopolitan Fire Insurance Company, 
New York, has now received its charter from 


the State of New York to write general fire and 
allied lines of insurance.., 

This company starts with a capital of $1,- 
000,000 and a paid-in surplus of $1,500,000. 
There are 100,000 shares of stock, having a par 
value of $10 each. . These were subscribed and 
paid for at $25 per share, 40,000 shares having 
been taken by the officers, directors and others, 
and 60,000 shares by a banking syndicate headed 
by Parker, Robinson & Co., of 120 Broadway. 
The latter firm is offering the Cosmopolitan 
shares for resale at a present price of $28.50 
per share. 

Hancock Company, Inc., an agency which 
specializes in hotel and theater risks throughout 
this country and Canada, has been appointed 
general agent for the Cosmopolitan and is ex- 
pected to present the company with a good vol- 
ume of this type of risk. Henry L. Lang Co., 
Philadelphia, insurance agency which also spe- 
cializes in theater risks will take the general 
agency for the company in Philadelphia. New 
York city business will be handled by the well- 
known agency of Corroon & Reynolds, Inc. 
R. A. Corroon is on the board of directors. 

The officers are: Chairman of the board, 
Robert Adamson; president, James Lee Kauft- 
man; vice-president, Henry W. Wilson; vice- 
president and secretary, James A. Blainey; 
vice-presidents, A. F. Hancock, Eugene T. 
Warner, J. Linfield Damon and Henry L. 
Lang; treasurer, Francis E. Storer. 

The list of the directors, with their affilia- 
tions, is as follows: Robert Adamson, vice- 
president, the Bank of United States, former 
fire commissioner, New York city; E. F. Albee, 
president, Keith-Albee-Orpheum Corp.; R. H. 
Arnold, president, Federal Home Mortgage 
Co.; James A. Blainey, insurance; Richard A. 
Corroon, Corroon & Reynolds, Inc., insurance; 
Louis P. Christenson, vice-president, Manufac- 
turers Trust Co.; Chas. H. Consolvo, president, 
Consolvo Hotels Co., Baltimore, Md.; J. Lin- 
field Damon, vice-president and _ secretary, 
United Hotels Co. of America, chairman, insur- 
ance committee, American Hotel Association; 
Carling L. Dinkler, president, Dinkler Hotels 
Co., Atlanta, Ga.; Charles Doherty, vice-presi- 
dent and treasurer, United Hotels Co. of Amer- 
ica; Frank A. Dudley, president, United Hotels 
Co. of America; Julian M. Gerard, president, 
International Germanic Trust Co.; A. F. Han- 
cock, president, Hancock Company, Inc., insur- 
ance; V. R. Halsey, C. D. Halsey & Co., mem- 
bers, New York Stock Exchange; William F. 
S. Hart, general counsel, F. F. Proctor The- 
atrical Circuit; James Lee Kauffman, Marshall 
& Kauffman, attorneys; William S. Kies, presi- 
dent, W. S. Kies & Co., bankers; Henry L. 
Lang, president, Henry L. Lang Company, in- 
surance, Philadelphia, Penna.; D. R. Lane, 
president, Miller Hotels Co., Davenport, Ia.; 
Trenholm H. Marshall, Marshall & Kauffman, 
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attorneys; John McGuirk, director, Stanley 
Company of America; Robert R. Meyer, presi- 
dent, Meyer Hotels Co., Birmingham, Ala.; T. 
G. Nee, president, Acme Wire Co., New Haven, 
Conn.; Clarence K. Pistell, Pistell Deans & Co., 
Inc., bankers, Buffalo, N. Y.; Frederick F. 
Proctor, F. F. Proctor Theatrical Circuit; 
Frank G. Reichle, Donovan & Reichle, attor- 
neys, Buffalo, N. Y.; Frederick S. Robinson, 
Parker, Robinson & Co., Inc., investments; G. 
Foster Smith, president, the Nassau National 
Bank of Brooklyn, N. Y.; Francis E. Storer, 
Hambleton & Co., Inc., investments; F. Harold 
Van Orman, president, McCurdy Hotels. Co., 
Evansville, Ind.; J. Henry Walters, vice-presi- 
dent, Keith-Albee-Orpheum Corp.; Joseph W. 
Ward, president, Pennsylvania Surety Corpora- 
tion, Pittsburgh, Penna.; Eugene T. Warner, 
insurance; Burton F. White, president, Brook- 
lyn Heights Hotel Corporation, vice-president, 
New York City Hotel Association; Henry W. 
Wilson, vice-president, Hancock Company, Inc., 
and John Zanft, vice-president and general man- 
ager, Wm. Fox Circut of Theaters. 


MAJESTIC FIRE INSURANCE COMPANY 
New York, N. Y. 


President Reports on First Two Months of 
Business 

The stockholders of the Majestic Fire Insur- 
ance Company, New York, an account of whose 
organization appeared in the Fire Insurance 
Monthly Bulletin for June, have received a re- 
port from the directors of the institution cover- 
ing its first two months of existence. 

“Although we have only been in active exis- 
tene for slightly over two months,” said F. H. 
Ross, Jr., president, in the report, “the pre- 
mium income from a very desirable class of 
business has been most gratifying. While 
your company has now outstanding in excess of 
1500 policies, the losses sustained up to the 
present time amount to approximately $30, and 
in addition, the overhead operating expenses of 
your company are at a minimum.” 

The Majestic Fire was incorporated in New 
York State last May without any organization 
expense being entailed. Its stock consisted of 
50,000 shares having a par value of $10 each, 
which was paid in at $15 a share, so that the 
company stated with a capital of $500,000 and 
a surplus of $250,000. The chief organizer and 
president of the company was F. H. Ross, Jr.. 
active head of the F. H. Ross Agency, fire un- 
derwriters, established in 1884. The latter or- 
ganization controls a. considerable volume of 
premiums in the New York metropolitan sec- 
tion, by virtue of which the Majestic was able 
to get off to a good start. 

Other officers of the company are: Vice- 
president, J. Hector McNeal; secretary, James 
J. Baia, and treasurer, Thomas K. Ober, Jr. 
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MERCHANTS FIRE ASSURANCE 
CORPORATION 
New York, N. Y. 

Stockholders Ratify Capital Increase 

At a special meeting of the stockholders of 
the Merchants Fire Assurance Corporation of 
New York, held October 19, the proposal of 
the executive committee to increase the capital 
of the company by $1,000,000 through the issu- 
ance of a stock dividend, was ratified. The 
stockholders also voted approval of the pro- 
posed reduction of the par value of the common 
stock from $25 per share to $10 per share. 

In 1926 the Merchants Fire put through a 
capital increase (by stock dividend) which gave 
it 5000 shares of preferred stock, par $100, and 
60,000 shares of common stock, par value $25. 
The stockholders have now authorized the in- 
crease of the common stock to 225,000 shares 
having a par value of $10 each, or from $1,500,- 
000 to $2,250,000, and also the increase of the 
preferred stock to 7500 shares at $100 par, or 
from $500,000 to $750,000, making a total au- 
thorized capital stock of $3,000,000. 

All of the above increases, both common and 
preferred, will be issued to present stockholders 
in the form of a stock dividend. Each share 
of $25 par common stock may be exchanged for 
two and one-half shares of the new $10 par 
common; each holder of a share of the common 
$10 par, after the dividend has been authorized, 
will become entitled to one-half a share of the 
new common stock and one-sixtieth of a share 


of the new preferred stock. Scrip certificates 


will be issued for the fractional shares. 

Upon completion of its new financial pro- 
gram, the Merchants Fire Assurance Corpora- 
tion will possess assets of more than $13,000,000 
and a surplus to policyholders of $7,500,000. 
The company, headed by E. L. Ballard, has 
been writing business since 1910 and has been 
very successful, particularly in its underwrit- 
ing ratio. 


SCOTTISH UNION AND NATIONAL 
INSURANCE COMPANY 
Edinburgh, Scotland 
Forming New United States Carrier 
A new fire insurance company will be formed 
by the Scottish Union and National Insur- 
ance Company of Edinburgh, Scotland, which 
has its United States office in Hartford, Conn. 

The new company will be entirely an Amer- 
ican company and will have a combined capital 
and surplus of $1,000,000. J. H. Vreeland, 
United States manager for the Scottish Union 
and National will be the president of the new 
company, yet to be named, and its home office 
will be the United States office of the parent 
company. 

The new company will write a general fire 
business including the usual side lines such as 
automobile, tornado and sprinkler leakage. The 
company will eventually operate in all the 
States of the Union, but applications will first 
be made for entrance to the Northern and East- 
ern State’. 

Mr. Vreeland has just returned from a two- 
months’ trip through the United States and 
Canada and has hardly had time to work on 





his organization plans. He is confident, how- 
ever, that the new company will be jn shape to 
begin writing business by the first of the year. 

The Scottish Union and National is a cen- 
tury-old Scottish company and has been entered 
in this country since 1880. Under the manage- 
ment of J. H. Vreeland it has been very suc- 
cessful in America, its annual premiums exceed- 
ing $4,000,000. 

The Scottish Union and National organized 
and controls the American Union Insurance 
Company of New York, of which Mr. Vree- 
land is president. This company began business 
in 1923 with a capital of $500,000 and an initial 
surplus of $700,000. Its premium income, which 
has advanced steadily, was beyond $300,000 in 
1927 and its assets are around the $2,000,000 
mark. 


UNION & PHENIX INSURANCE 
COMPANY 
Madrid, Spain 
Interesting Analysis of Foreign Company 

The Review, of London, devotes its issue of 
September 28 to reports on Spanish companies. 
The following paragraphs are extracted from 
the account of La Union Y Fenix Espanol, 
which is represented in the United States by 
Fester, Fothergill & Hartung of New York: 

The Union & Phenix is a combination of a 
Spanish and a French company. As a combina- 
tion it ranks as a Spanish company (est. 1874), 
the official headquarters being in Madrid, but 
Paris is the headquarters for the important 
French business, and also, we understand, for 
the considerable foreign business transacted by 
the company. The company has important re- 
insurance connections abroad. It is represented 
in the United Kingdom by A. J. Collins & Co., 
Ltd., and it does a very considerable business in 
fire reinsurances in the United States, where it 
has been operating since 1910 under the manage- 
ment of Messrs. Fester, Fothergill & Hartung. 
The detailed statement of assets given as an 
addendum to the balance sheet shows besides 
French and Spanish investments securities in 
the currencies of Roumania, Portugal, Belgium, 
Great Britain, Italy, Hungary, Greece, and the 
United States. The company writes all the 
principal branches of business: life, fire, marine, 
accident. It is writing a considerable volume 
of business, but it is strongly financed. The 
capital fully paid is Pts. 12,000,000, and there 
are reserves for a total of Pts. 28,000,000, which 
with the departmental funds give 134-cover for 
net premium income of the commercial account. 

Premium income has undergone a very great 
change in recent years; stated in pesetas for the 
last two years it has been only one-half that of 
earlier years (1923 and 1924) ; the fire account 
has nominally been reduced by 30 per cent, the 
accident account by 70 per cent this reduction, 
however, appears to have occurred largely un- 
der the infiuence of movement in exchange 
values. 

The aggregate premium income last year was 
reduced Pts. 32,500 (1 per cent), a small in- 
crease in fire and transport being negatived by a 
decrease of Pts. 700,000 (6 per cent in the acci- 
dent account. The life account increased sub- 
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stantially : by 20 per cent. Last year’s premium 
income amounted to Pts. 31,500,000, distributed : 
fire, 62 per cent; transport, 4.5 per cent; acci- 
dent, 33 per cent; burglary, 0.5 per cent. 


1923 1924 1925 1926 1927 
Fire... Fe ee ae eee ee ee 
Transport... 183 2,058,401 1,188,961 1,100,772 1,422,579 
—-- 83,590,506 37,826,400 14,104,064 11,127,568 10,424,942 


50,381 151,050 137,937 
ore + 61,470,339 67,411,476 43, 137243 31,813,084 31,488,616 
7 ee 2;893,820 3,173,407 6,410,184 3,406,453 4,095,972 


Working results are shown departmentally. 
There was a very substantial profit balance last 
year on fire account; accident gave a moderate, 
profit, marine also was brought out with a profit. 

Fire Business——Loss experience was consid- 
erably lighter last year than in 1926. Claims 
paid gave a ratio of only 48 per cent against 
56.2 per cent, and a credit adjustment on pro- 
vision for outstandings, as against a debit in 
the previous year, reduced the net debit for ac- 
crued claims to 47.3 per cent against 58.9 per 
cent. The position is further improved by a 
credit adjustment also of premium reserve, but 
the precise basis on which this latter adjust- 
ment is made is not ascertainable. A credit pre- 
mium reserve against an actual increase in net 
premium income has the effect of reducing the 
ratio of the premium reserve from 39.2 per 
cent to 37 per cent. There may be interaction 
between that item and the considerable debit for 
exchange, which is a new factor in this year’s 
account, but whether the interaction be direct or 
fortuitous it does express an offsetting move- 
ment. There is, however, another item which 
may be brought to notice as a direct offset for 
the substantial credit adjustment of the pre- 
mium reserve, namely, what appears to be a 
voluntary transfer to a general reserve, “vire- 
ment de réserves” charged to working account. 
As regards working costs, commissions (a heavy 
tem: 27.3 per cent) were at the previous year’s 
ratio; general expenses after crediting policy 
fees, etc., give a ratio of only 5.3 per cent, the 
total cost ratio being thus only 32.6 per cent, 
comparing with 3.3 per cent in 1926. 

The American Account gives an interesting 
record. The company has been transacting fire 
reinsurance in the United States since 1910 and 
in some recent years it has written a big ac- 
count; net premium income (premiums written) 
in 1920 amounting to $4,533,000 (Pts. 23,000,- 
000), but since 1923 it has been greatly reduced: 
it was down to under the million ($965,000) last 
year, but the release of reserves brought the 
earned income up to $1,517,000. Until this year 
the account over a period of ten years had 
shown only a very narrow margin of underwrit- 
ing profit—a five-years’ summary showed a con- 
siderable underwriting deficiency, although with 
an offset in investment profits. Last year's 
account shows a happier condition with a profit 
of 6.8 per cent, this being the profit on a com- 
bination of losses calculated to earned premiums 
and expenses to written premums. 


A branch office in Richmond, Va., has 
been opened by the Girard Fire and Marine 
Insurance Company of Philadelphia, Penna. 
William Henry is the manager. The office 
will be the headquarters for the State agents 
of the Firemen’s group. 
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HANOYER FIRE INSURANCE COMPANY 
New York, N. Y. 

Extracts from the Repert on Examination 
Made by the New York Insurance 
Department as of March 31, 1928 

July 30, 1928. 
Hon. James A. Beha, 
Superintendent of Insurance, 
Albany, N. Y. 
Sir: 

Acting under directions contained in your 
appointment No. 6427, dated May 3, 1928, I 
have made an examination into the affairs and 
condition of the Hanover Fire Insurance Com- 
pany of New York and report as follows: 

The Hanover Fire Insurance Company of New 
York is a domestic stock corporation, chartered 
in the year 1852, pursuant to act of Legislature 
of the State of New York passed on April 10, 
1849, with $150,000.00 capital. A number of 
changes were subsequently effected in the capital 
stock both as to amount of capital and par 
value of stock, until at the date of this ex- 
amination the capital was $2,500,000.00 with a 
par value of $10.00. 

The following table shows these various 
changes in the capital structure of the company 
from the year of its incorporation, 1852, to the 
date of this examination, March 31, 1928: 


Date Capital Par Value 
Original—1852..........cceceee $150,000 .00 $50 .00 
MIS 2 AOS 00.0:06:d0seweeesce 200,000. 50.00 
EE By EN nsx 0:5 95,400 v9.0 eee oe ,000 .00 50.00 
ece nher 31, 1872 (reduction)... 250,000.00 50.00 
Juame BO, IBIS... .earvcesccossece 400,000 .00 50.00 
PGE BD, 1BTG.... 6 sc ecccccese 500,000 .00 50 .00 
January 1, 188}.......cccscseee 1,000,000 .CO 50.00 
une 13, 1906 (reduction)....... 50L,L00 .0O 50.00 
june BOMENER ches, nce ,000,000 .00 50.00 
April 6, 1923... ....ccecccsecee 1,500,000 .00 50.00 
April 5, 1027... wn cc cccccccceve 2,000,000 .00 50.03 
April 5, 1928... ..serccecccees 2,500,000 .00 10.00 


The authorized stock of the company consists 
of 250,000 shares of a par value of $10.00 each. 

The company is licensed in all States except 
Vermont, Mississippi, Nevada and South Caro- 
lina. It is also entered in the territories of 
Hawaii and Alaska and the District of Colum- 
bia. 

The business of the company consists of fire 
and allied lines, ocean and inland marine. The 
company operates principally as a direct writing 
company, but there is also a small income from 
assumed reinsurance. 

Management.— The officers and directors of 
the company on March 31, 1928, were as fol- 
lows: 

Officers.—President, Charles W. Higley; 
vice-president, Montgomery Clark; secretary, 
John G. Holman, and treasurer, H. T. Giber- 
son. 

Directors—Benjamin W. Arnold, Rollin C. 
Bortle, Frank P. Carpenter, Montgomery Clark, 
Charles Cogan, Horance C. Coleman, Edward 
Hunter Landon, Alfred E. Markng, I. P. Par- 
dee, Robert L. Pierrepont, Henry G. Sanford, 
Charles A. Shaw, Franck C. Darte, H. T. Gib- 
erson, Charles W. Higley, John G. Hollman, 
James W. Howie, Robert W. Stewart, George 
W.. Stickle, John F. Underwood, Frederick H. 
Wickett and J. Edwards Wyckoff: 

Financial Condition —The financial condition 
was established as at the close of business on 


March 31, 1928, and is shown by the following 
statement : 


LEDGER ASSETS 


MGM. 5 Wii sie dl canleiw cubs tee danawe se $907 956 
NE TORRE og ois Tae nv dcGlede merry eh etNak 53, 
Se ae Bhd hye ee eo 4,629,960 
IN ray vind G0 ing vipers OCERRE COSTES EEC OSE 4,2/8,051 
EMME, 5). 05x! ene cee sas ge bisenw end eae 80,052 
RE IRS, 5 06: c deb > sete Cdat wide ce. sotsres 318,998 
MNES MEUNOOG sn 4:6 st8 a :d:p v's 0 <'0.o Ca we 9 ea ete « 943,252 
Bills receivable (farm rnotes)............0.00: 6,65 
Total Ledger Assets....... ratio ole arp ete $11,217,928 


Non-LEDGER ASSETS 
Market value of securities over book value. ... $3,366,914 
3 


Market value of real estate over book value... 71,343 
Accrued interest on bonds and mortgages..... 53,471 
ENO. 5s a sivas Sear easier sate sit oc oe 1,129 
Reinsurance recoverable on paid losses........ 78,712 
es eee rr $14,789,500 
Non-ApDMITTED ASSETS 

Agents’ balances over 90 days due.......... $119,131 

Excess of bills receivable over the unearned pre- 
I eee a AIOE SIR IAD 2,562 
$121,794 
Net Atmitird: AGES. 5s 0556 vsccc aces $14,667,706 

; LIABILITIES 
MN OND is ka inie dna oe ess oehawuk a eseonn $763,451 
Estimated loss expenses............eceeeeees 25,000 
Unearned premium reserve.........2-eeeeeeee 4,913,270 
MIRE SIRUIE 655 95:0 o SA So v8 ok soa cielk 0.56 a°4 Op ibg Ste 14,000 
Reserve for ‘‘Kansas Impounded Premiums’’... 20,105 
Reserve for contingent commissions.......... 40,000 
ee a re 150,000 
Dividends declared, unpaid................6- 62,500 
PUERUD RAE BI BOOEIOR 6 6.6 6.5 6:6 so voices oe eeveee 5,076 
SOUR TAG oso) sisi weea gar $5,993,402 
CUMEOOE 5s ov eo'enepastneawlew se ouunte $2,500, 

PNB SG 4 Wislae ou <5 5 aaraaseaen te 6,174,303 8,674,303 





$14,667,706 


ASSETS 

Real Estate——The property owned is located 
at 34-3414-36 Pine street, New York city. This 
is an office building, part of which is occupied 
by the company as its home office. 

Mortgage Loans.—These holdings consist of 
nine mortgages, guaranteed by the Chicago Title 
and Trust Company, on properties located in 
Chicago, Ill., for amounts ranging from $3500 
to $8000, as shown by separate schedule annexed 
hereto. - 

Bonds and Stocks.—The bonds and _ stocks 
owned by the company, as of March 31, 1928, 
may be classified as follows: 











Book Par Market 
Value Value Value 
Bonds 

Government...... $3,119,227 $3,000,000 $3,150,000 

State, county and 
municipal........ 494,053 490,000 503,800 
Railroads........ 537,348 662,000 616,460 
Public Utilties.... 141,281 150,000 153,750 
Misellaneous..... 338,050 350,000 352,200 
Total Bonds.. $4,629,960 $4,652,000 $4,776,210 

Stocks 

Railroad......... $665,36) $657,000 $916,450 

Banks and trust 
companies...... 1,050,053 333,500 2,453,735 
Public Utilities.... 1,025,033 550,000 1,689,163 
Insurance Co’s.... 183,643 107,000 253,637 
Miscellaneous..... 1,353,960 452,350 2,185,731 
Total Stocks.. $4,278,051 $2,099,850 $7,498,716 

Total Bonds and 
ere $8,908,011 $6,751,850 $12,274,926 


The insurance company stocks owned consist 
of the following: 


No. of | Book Par Market 
Shares Value Value Value 
Fidelity & Deposit 
Company of Md. 200 $44,356 $10,000 $22,543 


Lawyers Mortgage 


Co; df BY... «203 220 38,815 22,000 38,852 
Lawyers Title & 
100,472 75,000 ' 192,241 


Guar: Co.of N.Y. 750 





$183,643 $107,000 $253,637 


24. 


These three insurance company stocks were 
valued, in accordance ‘with Section 16, sub- 
division 4, of the New York Insurance Law, 
“by dividing the aggregate amount of the sur- 
plus and capital * * * by the number of 
its shares of capital stock issued.” 

A complete detailed schedule of the individual 
issues owned is annexed to this report. 

The market values used for all other securi- 
t:es are based upon actual March 31, 1928, mar- 
ket quotations. 

Bonds on deposit with the States of North 
Carolina, New Mexico, Georgia and Virginia 
were verified by official certificates obtained 
from the proper fiscal officers of such States. 
All other bonds and stocks are kept in the 
vaults of the Hanover Safe Deposit Company 
of New York city. The securities at the Han- 
over Safe Deposit Company were examined on 
May 25, 1928. Purchases, sales and redemp- 
tions made subsequent to the date of examina- 
tion were verified through the company’s cash 
book and security register. 

Access to securities is vested by resolution of ~ 
the board of directors, in the president, vice- 
president, secretary or treasurer in conjunction 
with any other member of the executive com- 
mitee. 

Cash in Office——This item consisted of checks 
$77,036.44, which were deposited in bank on 
April 2, 1928; due bills $2,700.00; and petty 
cash $316.38. The petty cash was verified by 
reconciling same to day on which the current 
cash was counted. 

Cash in Banks.—The cash in banks is shown 
in detail in the schedule, which follows. These 
accounts were verified by certificates from each 
institution named, and where necessary the same 
were reconciled with the company’s records. 
Total, $318,998.89. 

Agents’ Balances.—This item is made up of 
the following ledger accounts, which were ad- 
justed by the Chicago cash accounts and the ac- 
crual of unpaid, net, reinsurance. 


Departments Balance 
REMI asic a crcneate sisal sicss axa bia ie Shacee ala ee See $50,524 
ROME eee ace ie ea a A ae Oe ho CES 288,106 
UNM ine eae ekceraiv vats oe tine sees $402,480 

OE a tener a 28,067 374,412 
RRs bx cis eraser dat worse reales 184,324 
NIE sh 0 1 5 isan 0 oo bb 05h ow Ske So ee eM oe herr eteee 47,207 
PINE Sia arr cre Gio Sews wi nis oe a wavelet ne acehane 83,969 

Accounts 
I Soon occas bao eee kee ewes 1,000 
Re IBTIDNOOSE «65. o'sln. 5 o'bis'6 os wrerm cadre satecs 375 
Spee AIRAMMEDS © 515055015 0°65 4yeie!0' asin 4 ca ecg ise 70 17,541 
East Factory Association................005 4,959 
Selected Reinsurance Bureau................ 671 
American Reinsurance Exchange............. 13,556 

OE ER RPE RENO Re? fe PN SOR ae Sa $1,066,648 
Less—Unpaid reinsurance. .............2s00. 123,396 
Total Agents’ Balances..........ece08 $943,252 


Balances in course of collection over 90 days 
due, amounting to $119,131.50 have been de- 
ducted as non-admitted. ; 

The account captioned “Binding Office” is a 
cash deposit used by this office as a working 
capital. The deposit is subject to refund in 
case of withdrawal of the “Hanover” from this 
affiliation. 

Bills. Receivable—This item consists entirely 
of “Farm notes” in payment of. policies origi- 
nating in the Texas Agency. , None of; the; notes 
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were. past .due.- 
non-admitted asset the excess of these bills 
over the unearned premium thereon. 

Reinsurance Recoverable on Paid Losses.— 
‘This item was checked in detail and found to 
be as stated in this report—all due from author- 
ized companies. 

Unpaid Losses.—-The unpaid loss liability was 
established from an examination of. the com- 
pany’s loss records and claim papers in the va- 
rious departments and the amount of $763,- 
451.00 charged in the foregoing financial state- 
ment is believed ample to cover all claims as at 
March 31, 1928. It was found that the company 
makes every effort to record notice of claim as 
soon as received and is liberal in estimating its 
liabiltiy thereon. 

The loss liability as stated herein is $38,455.04 
less than the figure reported by the company in 
its quarterly statement. This is due to savings 
made in settlements as shown by subequent in- 
formation. 

The amount charged in the report for loss ex- 
pense is $35,000.00 less than that charged by 
the company and is considered to be adequate 
for the purpose for which it is set up. 

Unearned Premiums.—The entire detail nec- 
essary to establish the unearned premium re- 
serve is available in the New York office. The 
tabulation of the reserve is done by an inde- 
pendent statistical organization. The amount 
contained in the liabilities has been established 
by tabulation, check and test of the writings 
of the company. The fractions used to compute 
the unearned premium are the annual fractions 
adjusted to March 31, 1928. 

The marine unearned premiums are computed 
at 50 per cent of the hull business in force and 
100 per cent for the cargo premiums based on 
the last month’s premiums written. 

The following is a summary of the unearned 
premiums by terms and classes: 














Fir& 

Term In Force Unearned 
ROO Morroyars aes pee eh aeersatars $1,782,490 $933,114 
OL oS PR oe mere ie 35,926 19,644 
WP Eg. sho 6s in wiocaley saw oem ees 2,267,149 2,691,362 
CSR neon error Myon 19,773 11,348 
er eee err 1,729 806 907,895 
GUE BR WEONE oo. vis ego dain cesclcee 19,692 9,928 

i |! i ate ier API $8,854,836 $4,573,271 
AUTOMOBILE 
i Sn Poorer ere Cr $562,305 $279,500 
CONE OME «x 5.20:5.4:0.5 aie sisisieincnie 1,77 888 
DOUG se cniccoeee kee Cees $564,083 $280,388 
MARINE 
MEIN Scie Ho iio CURR eae $49,919 $49,919 
jE rr AP ca 19,344 9,672 
ee SL $69,263 $59,591 
WERUE des caecancneacae $9,488,182 $4,913,270 


Other Liabilities—The reserve for other lia- 
bilities are self-explantory and are believed to 
be adequate. 


INCOME AND DISBURSEMENTS 
For fifteen months ending March 31, 1928 





INCOME 

Premiums Gross Retirn a aa gg 

Classes Premiums Premims 

MNES coc es : 918,468 $1,369,790 $1: "905, 392 $4, oa 284 
Marine.... 264/816 8,314 66,2 67 190,234 
po eee 956,648 165, 076 50,695 740,876 
Earthquake.. + 38 377 12,168 12/018 14,190 
Inland...... ~ .357; ‘031 55,125 84,761 217,145 
‘Tornusao...<  * “481,265 73,254 69,486 338,524 
Sprinkler... . 7,401 2,121 1,313 3,966 
Riot-explosion 17,706 4,137 3,402 10,165 





$10,041,713 $1,639,987 $2,192,338 $6,158,387 


There has been deducted as a-- 





Gross Interest on Deposits. .......-.060..05 7,347 
I oo ivee vriesace Renwenrews 8,594 
CE ind ve cocdat wsawewee te 8,581 
Pe o's os. 3, as wmgaenea dues 509,046 
NE UO oe ca coos chs ltaresiece decane 122 

WE a CaS Conese cae vaewan ae sweuKen 167,099 

Agents Balances previously charged off . j 1,811 

Profit on sale or maturity of Bonds and Stocks . 316,757 

Capital paid int... hiiiwccis ves eevee ce eeete 999, 950 

UE IN sarc 6 htddna devas ewanas $8,177,697 
Ledger Assets, December 31, 1926.........3.. ah "9.48" 332 
317,426,029 
DISBURSEMENTS 
Losses Paid 
Classes Gross Reinsur- 
Losses Salvage ance Net 

) eer e $3, 157,791 $32,997 $1, oO 772 $2,066,021 

Marine..... 156, 221 11,421 9 606 115,193 

Auto. 361,995 7,117 35334 319,543 

Earthquake.. Sat tzade <-) eaters 328 

Inlund...... 246,551 50,025 61,143 135,382 

Tornado.... 181/945 10,862 171,072 

Sprinkler... . 2,867 52 841 1,974 

Riot-explosion Se ktade ~. “Seats 1,621 

Registered 

MED ccks|  ovennae Se seeks 83 
$4,109,324 $91,708 $1,206,561 $2,811,055 

Loss adjustment expemses...........-.-0.006 101,320 

1,548; 177 


GUS CERGUIRUIOS «6c dv icccncdesteedsé 







Ba GS «db os o HbR ecegraniereeens 27,845 
Salarice—Fiiil MeM. . 6 oc ccc ccccecensecsieve 200,659 
Expenses—Field men............0.0eeeeeees 119,796 
TM MEOENNI § 5 os i cee rn dene cdeeocadas 19,426 
SI EEE a 6 ccs ceiccsccsadeniivewcsess 373,823 
MINE Ss 8s eat PRR c OO CRe MUD ie Kee eoueeoken 50,997 
ReRUNY GE MRINIOR go csc ccs cancnsiveees 2,106 
bP IS eae rere er rrr 29 323 
Esiapection GUNG SUS VEGS « «.. . icccccesccecees 147,860 
WOOD BOUIN. ccc Codvdcccsccecuceventeos . 3,954 
Taxes—State, County, Municipal 155,760 
Insurance Department........ 27,465 
Fire Department..... 27,769 
Fire Pattol......+. 22,680 
Postage, telephone, etc 21,573 
pr Pr rr errr ere a 7,020 
Advertising, subscription.................68. 35,941 
reer ert 49,099 
REMI Ree cance ee ks kat Lbs entheceteey 2,264 
Insurance—Office furniture.............+.00+ 254 
Re Neer re arr e ee 27,776 
Real estate—Repairs, etc... .......eceeeeees 73,549 
WU ccaceresnagies Fee cedauctioweds 26,460 
Noo bk Kceiddvces cecutincwurues 225,000 
Agents’ balances charged off..............+.+ 2,195 
Loss on sale or maturity—Bonds and Stocks... 26, 942 
Total disherectnents. o.06 cc ccwccecceees $6,208,101 

Leger assets March 31, 1928...........cece0% 11,217,928 
$17,426,029 


UNDERWRITING AND INVESTMENT RESULTS 
The following is a condensed statement of 
underwriting and investment results for the pe- 





riod from January 1, 1923, to December 31, 
1927: 
UNDERWRITING 
Drdtnine €htmedd, «ooo cccctcecss $22,644,604 
Losses incurred. ..... $11,369,535 
Underwriting expenses 
MMUNNER. oo: cecece 11,198,623 22,568,159 
Gates fromt tides writing. <6.06 cs ccccdcecvcecse $76,445 
Gain from profit and loss items............. 16,524 
Total gain from underwriting. ......... $92,969 
INVESTMENTS 
Interest earned...... $2,413,643 
Sales or maturities of 
»securiies— 
3ross profits....... $762,918 
Gross losses....... 129,359 
WE PIOEE. oc dcccdevvrces 633,559 
Increase in investment values..... 2,914,756 
$5,960,959 
Investment expenseés............. 464,043 
Gaim ff0m i1VOGERIID, 6 ice ie 5 i cet cececeet $5,496,916 
MISCELLANEOUS 
Dividends to stockholders, cash.............. $775,000 
SORE Cav edad ncetiverneeneneaerncuns 500,000 
$1,275,000 
SUMMARY. 
Gain from investments... 6... 62sec cece ewes $5,496,916 
Gain from underwriting................+.06- 
ha dab eiiebeterdd OV de «<euaederas 889,885 
Loss feat dividends Ws e 06.6000 $1,275,000 i 275, ‘000 
Net Gale COB So io vc cevccecctee $4,314,885 
Surplus December 31, 1922........ $1,711,112 
Surplus December 31, 1927........ 6, 025 998 
Tssetease ti SIONS. os ce Fieiccceceus $4,314,885 


~-€alt-Loans.During «recent period the~com- 
pany has, through certain banks, placed money 
out on call loans. At different intervals during 
the year 1927 the company made twenty-six 
loans in this manner. Ten of these loans were 
made in conjunction with the funds of other 
parties. On April 20, 1911, the Attorney Gen- 
eral of the State.of New York, in an opinion 
rendered. on a specific statement of facts, sum- 
marized as follows: 

“A fire insurance company has no right un- 
der the law to place its funds in the hands of an 
agent for the purpose of loaning the same upon 
call in conjunction with the funds of other 
parties.” 

The balances of the loans in which the com- 
pany was interested were placed solely for the 
company by various banks. The collateral se- 
curing these loans was in the possession of the 
banks and substitutions were accepted by the 
banks at various times during the duration of 
the loan. 

SETTLEMENT OF War Crarms Act oF 1928 

Under the terms of the above named act, ap- 
proved March 10, 1928, the company has been 
awarded the sum of $2052.16, which includes 
interest thereon at 5 per cent per annum from 
November 11, 1918. Out of this sum there is 
to be distributed to reinsurers $256.58. The 
policy of this department has been not to allow 
any credit for awards made by the “Mixed 
Claims Commission” and there has not been 
any change in such policy up to the time of 
writing this report. The figures quoted in this 
paragraph have been taken from present avail- 
able sources in the final settlement of these 
claims. 

Loss Settlements.—During the course of this 
examination a considerable number of paid 
losses were examined and tabulated as to ad- 
justments and settlements made by the com- 
pany. The settlements were made promptly 
and the company does not resort to undue use 
of technicalities in order to delay or avoid pay- 
ment of claims. 

The accounts and records were in good con- 
dition and all controls were in accord with the 
subsidiary accounts. 

Respectifully submitted, 
TuHomMAS BurKE, 
Examiner. 


Following the death of Charles G. Smith, 
late chairman of the board of the Great 
American Company of New York, William 
H. Keep has been elected president and di- 
rector of the Massachusetts Fire and Marine 
Insurance Company of Boston, which is un- 
der the control of the former company. 
Mr. Keep is president of the Great Amer- 
ican of New York. A. R. Phillips and 
George E. Kretch were elected vice-presi- 
dents of the Massachusetts company. 


The well-known agency of Marsh & Mc- 
Lennan, Chicago, Ill, are organizing Marsh 
& McLennan, Ltd., with offices at Van- 
couver, B. C. J. G. Cochrane will manager 
the new Office. 
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The following quotations, as of October 22, Harmonia tne Co, 0) yoo... as » “= G. Rolston & aye. C. it Beet? 9 
i hou i y hur Atkins & Co., N. Y.......... 77 79 Security Ins. Co. of New Haven - 
1928, are from r eliable houses, and if any of Henry G. Rotten @ Oa, 0¥..:... 77 79 Arthur Atkins & Co., N. Y.........- 127 «133 
our readers are interested in stocks not appear- tome (N. V.) ex Home Sec. Co. St. Paul F.& M. Ing, Co. a wr aa 
ing in this list, the Research Bureau of THE day by eee ee + See Pi eo Shoe SRM 
i : liott & Co., N. ¥.C........ sas 565 Southern Surety ‘ 
SpecTaTor will endeavor to supply the data: —— a eons . cng aie 4 Peer Had & CoM. ¥....3.2: 87K 8D 
Bid Offered Hudson Cas. Ins. Co. S Gilbert Eliott & Co. es Se or 36 38 
: = bpateawrens tuyvesant 

American Alliance suapesionten iene oe? il Me: 3 OT ee 310 320 
Arthur Atkins & Co., N. Y.......... 610 640 Arthur Atkins & Co. ? (5 ees See 89 92 Arthur Atkins & Co., N. Y.......... 315 320 / 

American Equitable Gilbert Eliott & Co., N. ¥.C........ 89 92 Gilbert Eliott & Co., N. ¥.C........ 310 320 
Henry G. Rolston & Co., N. Y...... 36 38 independonse Indemnity Sun Life Assn. 

American Insurance Co. of ‘Newark Morley Wood & Co., Phila. 23 25 Lewis & Co., Hartford.............- 1950 2050 
Arthur Atkins & Co., N. Y.......... 28 29144 erez F. Huff & Co.,N.Y.......... 23 25 U. S. Fire Ins. Co. 

Miliken & 9 Newark, N.J........ 28 29144 BR cnt a ad ao °° 5 J. Roy Promer & (Co. N.Y 20.62. 109 114 

. Ss. 1 & Co., Newark.......... 281% 2914 Morley Wood & Co., Phila 19 21 Lewis & Co., Hartford............-- 108 113 
. A. Hollander & Co., Newark...... 261% 27% Ins. Co. of North America Universal Ins. Co. 

Gilbert Eliott & Co., N. ¥.C...... 2; 2834 29144 Morley Wood & Co., Phila......... 78 79 Arthur Atkins & Co., N. Y.......... 78 80 

— Reserve —_ Co. Lewis & Co., Hartford.............. 78 79 United States Merchants & & , EEE 
J. Roy Prosser & Co., N. Y......... 85 87 Maryland Casualty J. Roy Prosser & Co., N. Y......... 445 470 
Gilbert Eliott & Co., N. ¥..C.......: 84 87 Lewis & Co.. Hartford..............- 161 165 U.S. Fire Ins. Co. 

American Salamandera Gilbert Eliott & Co., N. ¥.C.......! 161 168 ee a eee 110 115. 
Henry G. Rolston & Co., N. Y. 78 80 Merchants Fire Ins. Co. ips Victory Insurance Co. 

American Surety Arthur Atkins & Co.. N. Y 400 Morley, Wood & Co., Phila......... 25 27 
Lewis & Co., aan Sein pais owe 260 270 Milwaukee Mechanics aN Virginia F. 

Bankers & Ship Arthur Atkins & Co. N. Y.......... 46 47 Arthur Atkins & Co., N. Y.......... 127 134 
McKinley & N.Y 560 580 Henry G. Rolston & Co., N. ¥ 47 48 J. Roy Prosser & Co., N.Y......... 128 135. i 
Arthur Atkins &'Co., -- 6560 580 Gilbert Eliott & Co., N. V.C........ 45 47 Westchester Fire | 
Gilbert Eliott & Co.,” N y. Cc 525 575 Missouri StateLife 8 | McKinley & Co., N. Y............. 97 99 

Bankers Indemnity (Newark) Arthur Atkins & Co., N. Y 112 115 Arthur Atkins & Co., N. Y.......... 96 98. 
Miliken & Pell, Newark, N.J........ 22 23 Perez F. Huff & Co., fa Work...... 112 115 J. Roy Prosser: & Co., NOV ..........; 96 98 
J. S. Rippel & Co., Newark... 11... 22 23 National Liberty °" # 

. he er mmo & Co., Newark...... 22 23 Henry G. Rolston & Co., N. Y...... 120 122 HARTFORD STOCKS 

altimore-American 

J; Roy Prosser & CoN. Yo spo 95 98 National Surety we Gonning 8 Gon Hartford... ne. 1180 
eeeees od 5 

Gilbert Btiott & Co,, N.'¥.C..00.20) 95 97 «= Lewis Go, Hartioed.--..cc0c0c0c. 305 300 Aetan Insurance (Fire) 0000000 = 

Brooklyn: Fire National Union Conning & Co., Hartford............ 880 890 

Pn of gaa & Co., N. Y...... 109 tee J. Roy Promer: & Co. Ni V6.6 isc s red 345 Lewis & Co., Hartford.............. .880 890 
Arthur Atkins & Sox ie Wack suwiesn 30% 31 New Amsterdatn Cag” N. meer nnkts ss = Aetna Fire (rights), 264 267 
oe Ss Co., N. .# sc tseeeeeee 30 31 Mckigiey & Co, Noy. . ucccsesgess 72 73 Atustitein.Co 88 == | 
Morley, Wood & Co., Phila......... 30% 3 Gilbert Eliott & Co., N. Y.C........ 72 75 Conning & Co., Hartford 880 895. 
L. A. Hollander & te 3. oe treees 30% 31% New Jersey Ins. Co. Lewis & Co., Hartford.............. 885 895 | 
Gilbert Eliott & Co., fy 3034 314% J. S. Rippel & Co., Newark......... 65 70 Automobile Insurance o8042=—=—=~S 

Carolina Insurance New York Casualty Co. Conning & Co., Hartford 430 
J. Roy Prosser & Co. hg "ten eness 61 64 J. Roy Prosser & Co., N.Y... 94 96 Lewis & Co., Hartford.............- 430 440 

. cufthur Atkins & Co., N. ¥......00+- 60 64 Lewis & Co., Hartford.............- 94 96 Conn. General Life Snail sae 
Charles Sincere & Co. Calenge ae - 16 18 -. ee capesagdeedeanmanae “i sa ane oi atttord Sete eee 1700 1730 

City of New York Ins. Charles Sincere & Co., Chicago 15 17 Hartford Fires 8 © 
Arthur Atkins & Co. N. Wicuaeunies 590 610 Niagara Fire i a aes aa Conning & Co., Hartford 830 840 

Commercial Cas. Ins. Co. Lewis & Co., Hartford 137 142 Lewis & Co., Hartford.............. 830 840 
Miliken & ry i?_— N. J...-+4.- 5234 54 North RiverIns.Co. === Hartford Steam Boiler === 
J..S. Rip » Newark. ........ 52 54 Arthur Atkins & Co., N. Y.......... 323 331 Conning & Co., Hartford 730 760: 
Gilbert eee & a tan At 51 55 Pacific Fire . : Lewis & Co., Hartford.............. 740 760: 

Constitution Ind. Co. Henry G. Rolston & Co., N. Y. 170 190 National Fire 
Morley, Wood & Co., Phila......... 32 35 Pease? National aor Conning & Co., Hartford 1160 

Continental Assurance J. Roy Prosser & Co., N. Y.......-. 70 73 Lewis & Co., Hartford.............. 1140 1160 
Charles Sincere Co., Chicago........ 95 98 Henry G. Rolston & Co, N.Y...... 70 72 Henry G. Rolston & Co., N. ¥. C 1145 1170 

Continental Cas Philadelphia National Fire Phoenix Insurance ee 
Charles Sincere & Co., Chicago...... 72 75 Morley, Wood & & Co. Phila 27 28 Conning & Co., Hartford 810 830 

ry, Ins. Co. Presidential F.&M. - 8 = Lewis & Co., Hartford.............. 820 830 

Lewis & Co., Hartford.............. 84 86 Charles Sincere & Co., Chicago...... 29 ae Travelers Insurance (ex rights) 

Ea . Fire lie (Newark) N k 90 95 Public Fire Ins. Co. Conning & Co., Hartford............ 1590 1610 
io aS a+... 92 95 dj S. Ri pel & Co., Newark......... 2734 284 Lewis & Co., Hartford.............. 1590 1610 

reas oi ¢ Sionce tie 

Excess Ins. Co. of A merica Morley, Wood & Co., Phila......... 254% 2% NEW ENGLAND STOCKS 

Fi Ee re &,Co., N. ¥.C........ 19 21 Republic Fire, Pittsburgh ( (ex rights) American Investment Securities Co. 

\ewie & a Hartford 88 89 Henry G. Rolston & “i Gear 37 40 Chas. A. Day & Co., Inc., Boston. ... 19 22 

Fidelity and Casualt 
Arthur Atkins & op > eee coeue 205 210 nay oO cae 

x & Co., a 205 210 ‘miata 
= Gilbert poo aa eG cskoels 205 210 
ire Assn. o} elphia 
Morley, Wood & Cov. ¥...-1-.-, 4816 49 INSURANCE We recommend 
‘iremen’s Insurance Co. of Newark (ex. 
Miliken & Pell, Newark, . Biwcesces 4514 4614 ° e ° 
Henry G. Rolston & Co., eee 45% 46 COMPANY STOCKS *Missouri State Life Ins. Co. 
J. S. Rippel & Co., Newark......... 45% 46%4 
Ty es ee Six of the stocks recommended *Lincoln Fire 

F ae fo. ae A oe 4516 461% by us last year more than 
Arthur Atkins & Co., N. Y.......... 390 410 : : 

Glens Falls aco NY “a doubled in value. Write for Commonwealth Casualty 

ur ns EMME Waccisca wae : : ae 
J. Roy Prosser & MG W assess. 62 64 Circular B D which describes Firemens of Newark 
Lewis & Co., Hartford.............. 62 64 . . i] i 
Gilbert Biot & Con No¥.O.000020. 62 6344 several issues which still seem 
Cewis & a sctterd 2900 2950 to be underpriced 
wis & Co., Hartford.............. 4 * : 

a Gilbert Eliott & & dg ag _& See 2880 2930 Spe cial reports on request 
reat American I 
L. A. Hollander & Co., Newark...... 4916 501% e LA 
J. Roy Prosser & Co., N. Yor 4914 51 Quotations on Request L. A. HOLLANDER & CO. k 
Arthur, Atkins & C & aa BE raredin sire 4 = Investment Securities 
Gilbert Eliott & Co., Eee: 494% 50% 

Guardian Fire Asem Corp. bide © ARTHUR ATKINS & CO. —— 

Henry G. Rolston & Co., N. Y...... 155 onne x anf 

nee dan eens oe 27 William Street vaneer ace 
cosy og) 7 alaladgeemeile HMM New York Newark, N. J. 

Gilbert Biiott & & Co. N.Y. C.00 0000. 8284 sce i in 

Halifax Fire (ex rights jo 
Perez F. Huff & Co, N.Y.......... 44 45 passant aang 4008-4 
J. Roy Prosser & Co., N. Y......... 4414 4514 
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Boston Casualty 
Chas. rq -iT™ Inc., Boston. ... 15 20 
Boston Insurance 
Chas, A. Day & Co., Inc., Boston.... 1225 1260 
Capitol Fire Ins. Co. 
as. A. Day & Co. Inc,. Boston 
relesred 


eiatat sacha wbeiwaee owe es 95 
Co Etre oreo er terre 285 
Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 410 425 
Mass. Bond. & Ins. new) 
Chas. A. Day & Co., “Ine., Boston.... 550 590 
Mass. Title Ins., Pfd. 
Chas. A. Day "& Co., Inc., Boston... . 25 35 
New England Fire 
Chas. A. Day & Co., Inc., Boston... . 50 55 
New Hampshire Fire 
has. A, Day & Co., Inc., Boston.... 500 550 
Old Colony Insurance 
Chas. A, Day & Co., Inc., Boston.... 275 


Providence--Washin on 
Chas. A. Day & , Inc., Boston.... 700 750 
Springfield Fire and Marine (new) 


Chas. A. Day & Co., Inc., Boston.... 200 215 
United Life a Accident Ins. Co. 
Chas. A. Day & Co., Inc., Boston.... 33 38 


HARMONIA FIRE INSURANCE 
COMPANY 
Buffalo, N. Y. 
Directors Propose to Double Capital 

Another member of the Home of New York 
group will have a million dollar capital if stock- 
holders of the company approve the recent ac- 
tion of the directors of the Harmonia Fire 
Insurance Company of Buffalo, N. Y. The 
proposal is to increase the capital from $500,- 
000 to $1,000,000. 

It is proposed to issue 50,000 new shares 
having a par value of $10 each, to be sold at a 
price of $30 a share. The surplus will thereby 
be increased by $1,000,000. Stockholders of 
record November 15 may subscribe to the new 
issue on a share for share basis. 


INSURANCE SECURITY GROUP’S 
PROGRESS 
New Orleans Companies Show Good Gains 
for the First Half of 1928 

According to figures just released the Insur- 
ance Securities Company (Union Indemnity 
Group) have made substantial gains during this 
year over last. 

As of August 31, 1928, the premium income 
for the Union Indemnity Company was $9,180,- 
227.37, as gainst $6,381,587.46 in 1927; North- 
western Casualty and Surety Company, 1928, 
$843,419.25, as against $691,822.83 in 1927; La 
Salle Fire Insurance Company, 1928, $582,854.- 
66, as against $114,559.41 in 1927; and the Bank- 
ers and Merchants Fire Insurance Company 
which was acquired in 1928 has a premium in- 
come of $165,243.38. 

The total premium income for 1928 as of 
August 31, amounted to $10,771,744.66, or an 
increase over the same period in 1927 of $3,- 
548,189.88. 

The combined figures of the Union Indemnity 
Group, as of August 31, 1928, showing net cash 
receipts for the period are: Net premium in- 
come from policyholders $10,692,414.61; losses 
paid to policyholders $4,286,949.62; excess of 
premiums received over losses paid $6,405,464.- 
99; expenses and taxes paid $4,576,735.45 ; bal- 
ance from insurance operations $1,828,629.56; 
interest, dividends and profits realized $726,- 
709.42, making the net cash receipts or the 
amount available for reserves, surplus or divi- 
dends as of the above period $2,555,339.28, as 
against a similar period in 1927 of $801,974.45. 


NEVADA FIRE INSURANCE COMPANY 
Reno, Nev. 
Interested in Insurance Securities Corpora- 
tion 

The Nevada Fire Insurance Company of 
Reno, and the Mountain States Life Insurance 
Company of Hollywood, Calif., are associated 
in the organization of the Insurance Securities 
Corporation of Hollywood, Calif. 

The president of the new concern is R. N. 
Stevenson, an officer of the Mountain States 
Life and the secretary is F. W. Beck, also 
connected with the life company. L. R. Eby, 
who is manager of the Nevada Fire, is vice- 
president of the Securities Corporation. W. C. 
Pitt, president, and J. E. Slingerland, secretary- 
treasurer, of the Nevada Fire are on the board 
of directors as is William L. Vernon, president 
of the Mountain States Life. 

The formation of such a company enables 
either organization to buy quickly should it de- 
sire to secure a running mate. 


GLOBE & RUTGERS FIRE INSURANCE 
COMPANY 
New York, N. Y. 
Large Capital Increase Proposed 

Directors of the Globe & Rutgers Fire Insur- 
ance Company of New York have put the stamp 
of approval on a proposition to increase the 
capital of the company from $3,500,000 to $7,- 
000,000. A special meeting of the stockholders 
will be held to ratify the move November 12. 

The increase will be effected by the issuance 
of a 100 per cent stock dividend. This is the 
first increase in the capital of the Globe & Rut- 
gers since 1922 when the capital was raised to 
its present amount from $700,000 by means of a 
400 per cent stock dividend. 


The Globe Fire Insurance Company, Okla- 
homa City, Okla., recently organized, for- 
mally opens its offices on January 1. 


RECENT COMPANY HAPPENINGS 

A new Corroon & Reynolds official is H. 
J. Thomsen, who was recently elected as- 
sistant secretary of the American Equitable 
Assurance Company, the Knickerbocker 
Fire and the New York Fire, all of New 
York. 


New directors have also been elected to 
the boards of the American Equitable and 
the Knickerbocker. James Reeves and Dr. 
Maurice B. Keady have been named to the 
board of the American Equitable, while the 
Knickerbocker has elected the following: 
Dr. Keady, H. M. Jacoby, George D. Vall, 
H. L. Rodgers and W. H. Thrall, all of 
New York, also Carl A. Henry of San Fran- 
cisco. 





Following the recent acquisition of the 
Bankers and Merchants Fire Insurance 
Company by the Insurance Securities Com- 
pany group of New Orleans, La., R. E. 
Kennington, president of the former com- 
pany, has been elected a vice-president of 
the Union Indemnity, the La Salle Fire and 
the Union Title Guarantee Company, of 
New Orleans, and the Northwestern Casu- 
alty and Surety Company of Milwaukee, 
Wis., all members of the Insurance Securi- 
ties group. 





Inland marine lines will be included in the 
new program of the Central States Fire In- 
surance Company of Wichita, Kans., it has 
been announced by Roy E. Eblen, president. 
A demand for airplane property damage 
coverage in the mid-Western territory in 
which the company is operating is one of 
the chief reasons for the Central States ex- 
pansion but the company will write all the 
transportation and standard floater risks as. 
well. 
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VACANCY CLAUSE AND PROOFS OF 
i LOSS 

Where a fire policy was issued on a frame 
building which was at the time under con- 
struction, and the policy contained a pro- 
vision allowing permission to complete the 
building if under construction, the vacancy 
clause cannot be used by the company as a 
defense as it only applies to premises which 
could be occupied at the time the policy was 
issued. Furthermore, if an adjuster repre- 
sents the company and denies liablity before 
the sixty-day period for furnishing the proof 
of loss has run, the company cannot set up 
as a defense the assured’s failure to file 
proof of loss within sixty days. 


A standard dwelling house policy was issued 
by the defendant company to the plaintiff for 
$3500 upon a frame building. At the time the 
policy was issued, the building was in the 
course of construction, the assured living in a 
dwelling house adjoining. The defendant’s local 
agent at the time of issuing the policy know 
that the insured premises were in the course of 
construction, and knew also that the assured 
was living in an adjoining house. 

A fire ensued about five months after the 
policy was issued destroying both houses, the 
dwelling house, however, being insured in an- 
other company. At the trial a verdict was 
rendered in favor of the insured plaintiff and 
the company bases its contention on appeal upon 
two points: first, tht at the time of the fire the 
building had been vacant for mor than sixty 
continuous days in violation of the policy pro- 
vision; second, that the policy was void because 
of the insured’s failure to render, within six 
days after the fire, a signed and sworn state- 
ment setting out the facts required by the pol- 
icy as proofs of loss. 

The Circuit Court of Appeals in affirming the 
verdict of the lower court in favor of the in- 
sured, held that the vacancy clause, upon which 
the insurance company relied for a reversal, had 
no application to this case as it was only meant 
to apply to premises which were susceptible 
of occupancy when the policy was issued. The 
policy provided: ‘Permissions granted to make 
alterations, improvements, and repairs, to any 
building herein described, and to complete same 
if under construction, and the insurance, if any 
herein, on such building is hereby extended and 
made to cover such alterations, improvements 
and repairs, and the building material and sup- 
plies therefor or entering into the construction 
of such building while contained therein or on 
the premises immediately adjacent thereto.” The 
court was of the opinion that this provision 
gave the insured a right to complete the build- 
ing in the process of construction when the pol- 
icy was issued, and was not limited, as the com- 
pany contended, by the sixty day vacancy clause. 


The court said ‘that ambiguity must be resolved 


in favor of the plaintiff and that the construc- 
tion most favorable to the policyholder must be 
adopted. 

The Appellate Court also held that the com- 
pany could not use as a defense to this action, 
plaintiff’s failure to file proofs of loss, within 
sixty days after the fire. In this connection 
the court stated: “There was express and un- 
disputed testimony that after the fire defendant’s 
local agents, who issued the policy in suit, sent 
defendant a formal notice of loss repaired by 
them, on written blanks, which had been fur- 
nished them by defendant for that general pur- 
pose, and advised the plaintiff of the fact—one 
of these agents assuring plaintiff that it was 
not necessary to file proof of loss within sixty 
days after the fire, also telling plaintiff to let 
him (the agent) ‘manage it,’ that he ‘would get 
my money, that there wouldn’t be any troubie, 
and that I wouldn’t be bothered about it.’ The 
local agent thinks defendant did not acknowl- 
edge receipt of this notice. The agent has esti- 
mates of the loss made by a lumber and hard- 
ware dealer. Later (about ten or fifteen days 
after the fire, according to the plaintiff undis- 
puted testimony) there appeared an adjuster, un- 
derstood by the local agent to represent the Un- 
derwriters’ Adjusting Agency, which adjusted 
losses for different companies. This adjuster 
‘looked over the situation‘, and to him the local 
agent turned over the estmates on both build- 
ings, which the adjuster took with him. The 
agent had to write the adjuster to get the esti- 
mates back. The local agent brought up with 
the adjuster the liability of the defendant; the 
adjuster replied that the ‘house was vacant, 
he would have to take it up with the Conti- 
nental.’ There was the express and indisputed 
testimony that, when the adjuster was figuring 
over the ‘old building,’ plaintiff in the office 
of the local agent, asked, ‘What about the new 
new building?’ to which the adjuster replied, 
‘Why, you will not get anything on that,’ add- 
ing, ‘I am not here seeing about the new house.’ 
The local insurance agent also testified that on 
July 20, into or discuss an adjustment on the 
new house. He ‘would not talk to me about 
that, I am here to adjust the old house;’ and 
did not, with plaintiff, go further after the sixty 
days had expired, ‘we made out proofs of loss’ 
and ‘mailed them by registered mail to the 
defendant,’ and introduced the receipt which 
shows that they were received.’ The proofs ap- 
pear to have been sent by defendant to its at- 
torney July 30. It is fairly inferable from the 
record that the defendant itself never communi- 
cated with plaintiff after the fire, nor with the 
local agent, with respect to the loss here in 
question. It appears that amended proofs of 
loss, dated August 27, were sent to defendant, 
which sent them to its attorney, apparently 
already employed to defend this action, and that 
the defendant’s attorney, on September 1, in 


writing, notified plaintiff that ‘these papers can- 
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WHAT THE RECENT CASES HOLD 

Under a fire policy which required the in- 
sured to protect the property and separate the 
damaged property from the undamaged prop- 
erty, there can be no recovery on such a policy 
in the absence of a waiver, where the assured 
sells the property before the company had a 
reasonable opportunity to inspect it or appraise 
the damage. (New York Underwriter’s Fire 
Ins. Co. vs. Malhan & Co., Circuit Court of Ap- 
peals, Eighth Circuit, 25 Federal Reporter 2nd 
415.) 

In order to void a policy of fire insurance 
because of untrue statements submitted in 
proofs of loss, same must have becn knowingly 
and intentionally made with the intention of de- 
frauding the company. (Pedrotte vs. American 
National Fire Ins. Co., District Court of Ap- 
peals, Calif., 266 Pacific Reporter 376.) 








Where a water company is not a party to an 
insurance contract, the insurance contract of it- 
self does not entitle the company to a subroga- 
tion to the insured’s cause of action against the 
water company for a breach of franchise con- 
tract to furnsh water, where the company pays 
the loss to the property owner due to fire occa- 
soned by the above breach of franchise contract 
to furnish water. (William Burford & Co. vs. 
Glassgow Water Company, Ky., Court of Ap- 
peals, 2 Southwestern Reporter 2nd 1027.) 








not be accepted as satisfactory proofs of loss, 
for the reason that the same were not furnished 
within sixty days from the date of the fire, and 
for the further reason that the property was 
vacant when the loss occurred; we hold these 
papers subject to your order, and on Septem- 
ber 4 wrote plaintiff's representative formal 
denial of liability, for the reasons stated in the 
letter of defendant’s attorney of September 1. 
“In sustaining plaintiff’s motion for directed 
verdict the trial judge announced the conclusion 
that the adjuster represented defendant in his 
actions and statements to plaintiff and the insur- 
ance agent; that ‘it is reasonable to conclude un- 
der this evidence that they [the defendant com- 
pany] received notice of the fire, and it is rea- 
sonable to conclude that they sent an adjuster 
there for the purpose of adjusting this loss; he 
comes out of this general adjusting company 
down here at Louisville, the Underwriters’ Ad- 
justing Company, which represents a number of 
companies, not unlikely he represented the Con- 
tinental Company ;’ and, further, that the ad- 
juster’s statement that defendant was not go- 
ing to pay the loss was a waiver of proofs of 
loss; and, still further, that defendant’s action 
in retaining the proofs for five weeks (although 
furnished after the sixty-day period) amounted 
to a waiver of the failure to furnish in sixty 
day.” (Fortner vs. Continental Ins. Co., Cir- 
cuit Court of Appeals, Sixth Circuit, 25 Federal 
Reporter, 2nd 398.) 
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American Re-Insurance Co. 


of Pennsylvania 


67 Wall Street New York, N. Y. 
Assets - - - - $5,764,474.52 
Capital and Surplus - - 2,093,903.92 
Voluntary <ateieagee manne 500,000.00 
Reserves - - 3,157,505.00 


RE-INSURANCE ONLY 
CASUALTY LINES 


Competing with no direct-writing Insurance Company 





Qualified before U. S. Treasury and Licensed by Principal States 


Finanelally Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 














HOME FRIENDLY INSURANCE CO. 


OF MARYLAND 
has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 
Write for Financial Statement 


B. L. TALLEY, President BALTIMORE, MD. 


CHAS. H. TAYLOR, Secretary 
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EDUCATION 


is the foundation of success in Life Under- 
writing. Appreciating this fact, ATLANTIC Lire of Rich- 
mond, Virginia, encourages its representatives to prepare 
for the examinations for Chartered Life Underwriter, and 
will présent twenty-five dollars ($25.00) to every Atlan- 
tic representative who secures this professional degree. 





Another Atlantic Advantage! 
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THE ADJUSTER’S MANUAL 


y 
C. H. HARBAUGH, M. D. 
Expert Examiner and Adjuster 


UNIQUE AND INDISPENSABLE 


This widely known and used book now in its third edition has 
been recognized as the standard publication of its kind for 
twenty years, and is the only book giving in condensed and 
convenient form just the information required by adjusters of 


ACCIDENT AND HEALTH CLAIMS 


Among the new articles in this edition are those upon 


IVY POISONING HERNIA 
CARBON MONOXIDE SEMILUNAR CARTILAGES 


POISONING SLEEPING SICKNESS 
WOOD ALCOHOL PROSTATE GLAND 
POISONING HYDROCELE 
SUNBURN ORCHITIS 
GOITRE HEMORRHOIDS 
CANCER OF THE VINCENT’S ANGINA 
STOMACH 


In addition to the new articles, all the valuable features of this 
excellent work are retained. Other new sections added relate to 


DIVISIONS OF THE BODY and ORGANS OF THE BODY 


New paragraphs have been added to every article under 
Diseases, on 


PROGNOSIS and TOTAL DISABILITY IRRESPECTIVE 
OF HOUSE CONFINEMENT 


About 50 New Illustrations are Added to This Edition, 
and the Glossary of Medical Words and Terms 
contains many New Words and Definitions 


For convenience, The Adjuster’s Manual is divided into three 
sections, as follows: 


SECTION I—ACCIDENTS PROMINENT SIGNS AND 
INFORMATION SYMPTOMS 
PROMINENT SIGNS AND TOTAL DISABILITY AND 

SYMPTOMS HOUSE CONFINEMENT 

TOTAL DISABILITY 


TOTAL DISABILITY BUT 
PARTIAL DISABILITY NON-HOUSE CONFINEMENT 





PROGNOSIS TOTAL DISABILITY IRRE- 
ADJUSTMENT case” HOUSE CON- 
EFFECTS PARTIAL DISABILITY 
SECTION II—DISEASES PROGNOSIS 
NAMES ADJUSTMENT 
INFORMATION EFFECTS 
SECTION I11 


+o kl 


This section takes up the different mineral and 
that are taken intentionally or by mistake, giving a brief description 
of each drug, and considering the prominent signs and symptoms 
following the swallowing of different poisons, the length of time 
house confinement exists, the duration of total disability and partial 
disability, with advice on adjustment, and effects on the insurability 
of the individual after recovery is complete. 





THE ADJUSTER’S MANUAL is invaluable to those settling Acci- 
dent and Health Claims. 


Price, In Flexible Binding, $6.00. 


Liberal discount on wholesale quantities 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE Publishers 135 WILLIAM STREET 
CHICAGO NEW YORK 
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This Is Our Creed 


HE New York Indemnity Company is not so big that the 
chief executives lack time to meet and know individual 
agents and to work with them in the solution of their problems. 


Yet, we are big enough to supply adequate backing for any 
coverage we are called upon to give and, if on a Fidelity, Surety 
or Burglary undertaking it is desired, the National Surety Com- 
pany will join with us as co-surety, the giving us a greater carry- § 
ing power than any other company in the World. 


- 


Where can an agent have a better connection than with a com- 
pany of medium size, headed by young, aggressive men—men 


QZ 


known to be familiar and sympathetic with the problems of the 
agent—a company whose officials know up-to-the-minute ways 
of giving the agent the kind of cooperation which will help him 
build up'a good business on a sound basis. 


We believe we have more to offer a discriminating agent than 
the big, old line companies or than the absolutely new companies 
just starting in. 


If you are interested in establishing a real 
> =y> surety connection for the development of 
SURETY business on a profitable basis, write 





New York Indemnity Company 


115 BROADWAY, NEW YORK CITY 


WIL. B. Joyce, Chairman SPENCER WELTON, President 
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SETTING CHICAGO 
ACQUISITION COSTS 


Francis R. Stoddard Acting as Surety 
Arbitrator There 








MOST COMPANIES HAVE SIGNED 
AGREEMENT 





Carriers Pledge Themselves to Abide by 
Rules—Uniformity Expected 

Cuicaco, ILt., October 22—Whether Chicago 
surety men are to have an arbitrator to act as 
their Moses to lead them from the wilderness 
of unfettered competition will depend on just 
how positive the companies are in making 
pledges of co-operation. The pledges, con- 
fidently expected to be made, are to be recorded 
at a meeting of the national agency committee 
of the surety acquisition cost conference in New 
York on Thursday to be attended by Francis 
R. Stoddard, surety arbitrator in New York, 
who has been nominated for a similar position 
for Chicago. ' 

Mr. Stoddard was here for two days last 
week and held several conferences with the 
members of the executive and acquisition cost 
committee of the Surety Underwriters Associ- 
ation of Chicago, and was the guest of honor 
at a special luncheon of the association on Fri- 
day. 

In no uncertain terms, Mr. Stoddard predicted 
that order could be brought to the surety under- 
writng business of Chicago if the home office 
executives and their Chicago representatives 
are willing to have it. He described his work 
in New York and declared that it is his frank 
opinion that there has not been a violation of 
the rules there for six months. Then appealing 
to the city pride of these Chicagoans, and toss- 
ing the challenge of a New Yorker at them, he 
declared that “What can be done in New York 
can be done in Chicago.” 

He also declared that his principal business, 
if the pledges of co-operation are forthcom- 
ing, will be to run down rumors, and that the 
chase would be made without discrimination. 
The local underwriters appear to be willing and 
anxious to have some disinterested person to 
take charge of their acquisition cost problem. 
They admit that the cost is too large and that 
some drastic steps must be taken. 

Mr. Stoddard warned them that should the 
arbitration be authorized, and the new cost rules 
here are enforced, there may be a readjustment 
of the business as to volume, but he consoled 
the probable losers by saying that what business 
they get will be profitable. 


—The Merchants Association of New York has is- 
sued its Year Book for 1928, containing lists of offi- 
cers, directors and members; reports of officers and 
committees, and other information. 


BUILDING TRADES’ SAFETY CAMPAIGN 
No-Accident Contest Begins November 1 
in New York 
Thousands of posters and work sheets will 
be distributed within the next few days to con- 
tractors and sub-contractors in the New York 
metropolitan district for the safety contest spon- 
sored by the Accident Prevention Committee 
of the Building Trades Employers Association, 
according to an announcement made by William 
G. Wheeler, executive secretary for the com- 

mittee. 

The contest, which begins November 1 and 
lasts throughout the month, will be open to all 
foremen and workmen in the district engaged 
in any of the building crafts. It will not be 
confined to any class of workmen as the helper 
and laborer as well as the skilled artisan share 
the common accident hazards in the erection 
of modern structures, and all will play an im- 
portant part in the committee’s endeavors to 
stimulate interest in safety so as to reduce the 
number of casualties and the enormous acci- 
dent costs in life, injury or money. 


Georgia Casualty Approves Capital 
Increase 


The stockholders of the Georgia Casualty 
Company, Atlanta, have approved the plan of 
the directors for increasing the capital of the 
company from $500,000 to $1,250,000. 


Drive Against Unethical Doctors 
(Concluded from page 3) 


pany doctors have been equally guilty.” On 
this point the article says: 


As insurance doctors are paid for each ex- 
amination it developed that those who made re- 
peated favorable reports received preference 
from dishonest adjusters, who obtained from 
certain lawyers their “cut” or portion of the 
settlement so effected. With some adjusters it 
was a matter of picking “ their doctor”’—one 
who would turn in a “favorable” medical re- 
port which would justify the recommendations 
mad by the adjuster to his company that a good 
settlement was in order. 


The main purpose of the movement now 
launched against unethical doctors is explained 
in the concluding paragraphs of Mr. Cooper’s 
article as follows: 


An investigation into certain abuses and il- 
legal and improper practices by members of the 
medical profession is in order and this is not 
advocated as a result of what some refer to as 
“investigation hysteria.” It is argued solely 
for the reason that, firstly, there is much to sub- 
stantiate the contention that practices of an il- 
legal and unethical nature are pursued by mem- 
bers of the medical profession; secondly, that 
the same fundamental conditions exist in the 
medical profession as were found in the bar, 
wherein illegal and unprofessional conduct went 
undetected and unpunished as long as a broad 
power of inquiry was not exercised; thirdly, 
because the ambulance-chasing investigation was 
successful in cleansing the bar a similar inquiry 
would cleanse the medical profession. 
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DIRECTORS APPROVE 
ENTRY ABROAD 


National Surety’s Plans for Germany, 
France and Argentina 








CONFIRM EUROPEAN MANAGER’S 
APPOINT MENT 





Company Will Have Vice-President at 
Branch Office in Buenos Aires 

At the meeting of directors of the National 
Surety Company, New York, last week, the 
board approved the company’s plan to go into 
the fidelity business in Germany, France and 
Argentina. The first public notification of this 
step appeared in a story in THE SpecraTor of 
June 14, 1928. The appointment of Hugh Net- 
tle as vice-president and European manager in 
France and Germany was also approved by the 
directors. Notice of this appointment appeared 
in a recent issue of this paper. 

Vice-President Nettle’s headquarters will 
probably be in Berlin and the board of directors 
authorized the officers to qualify the company 
in Germany and France at once. It was, 
furthermore, decided that the company will 
operate in Argentina through a branch office 
to be established in Buenos Aires with one of 
its present general agents in charge. The 
name of the man being considered to handle 
this post has not been made public, but he is 
thoroughly familiar with the business, particu- 
larly in the handling of fidelity lines in Cuba 
and nearby United States possessions. 

In addition to its action on the entry into 
foreign countries, the board of directors re- 
ceived the consent of the New York Insurance 
Department on the plan to reduce the par value 
of the stock from $100 to $50 per share and 
increase the number of directors from 51 to 63. 

The report on operations of the company for 
the first nine months of this year shows an in- 
crease in premium income of $2,756,000 over 
the same period in 1927 and dividends paid 
amounted to $1,125,000. 

Joseph P. Grace of W. R. Grace & Company, 
was made a member of the board of directors. 


J. M. PFEIFFER HONORED 
Completes 35 Years With American Surety 


In observance of his 35 years with the com- 
pany, John M. Pfeiffer, assistant secretary, was 
tendered a luncheon by his fellow officers in 
the American Surety Company on the top floor 
of the company’s building, 100 Broadway, New 
York, last week. 

Lester S. Moore, manager of the New York 
metropolitan branch office, presided, and in the 
course of the addresses it was pointed out that 
of the thirty-five present, the youngest in point 
of service had been with the company ten years, 
while the average was more than twenty years. 
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ealers in Temptation 


(An Editorial) 





If MONEY is the root of 
all evil, Satan must have a multitude 
of branch offices. Think of all the 
banks there are. 


They look tempting even from 
the outside. High school boys, envying 
the lucky mortals so cozily caged, yearn 
toward such golden imprisonment. 
(Fine hours--nine to three.) Common 
citizens, wondering whether the teller 
will remember them, have their imagi- 
nations stirred by the bundles of bills 
he juggles and counts so dexterously. 
And, time out of mind, slinking gentry 
with fishy eyes and no respect for other 
folks’ property have plotted to possess 
that stacked wealth. 


“So much paper; so much hard- 
ware,” the banker may tell you if you 
ask him how the men behind the grilles 
feel about the money. “They handle 
money the same way a mason handles 
bricks. It’s what they work with.” 


However, grocery clerks have been 
known to feed their families from the 
shelves, and the mortality in machine 


shops among portable tools is astonish- . 


ing. You know they let girls selling 
candy eat all they want, so they will stop 
wanting any. 

Perhaps, after all, it’s the banker 
himself to whom the money becomes 
paper and bricks. He is the one who is 
dealing in it as a commodity. He buys 
it, sells it and rents it. He sees a 


FIDELITY AND SURETY BONDS 
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smoothly-working machine receiving it 
and weighing it out and rendering 
monthly statements for it. He can’t 
think mean, suspicious things about 
the men who are such reliable, valu- 
able helps to his business. 


Yet, if money is the root of all 
evil, these same dependable, efficient 
aides of his are in highly precarious 
positions. He put ’em there, too. 
Therefore, as a man of conscience, 
shouldn’t he do everything in the 
world to negative possible temptation? 


He should! Every safeguard of 
watchful supervision and trick-proof 
auditing should be employed. And 
that one most potent stiffener of weak 
moral back-bones--Fidelity Bonds-- 
should be applied in generous propor- 
tions. 

Only the banker who has ade- 
quate Fidelity Bonds on all his em- 
ployees--or better yet, an adequate 
Bankers Blanket Bond--can without 
danger forget that he is dealing in 
temptation, as well as money. 


FIDELITY AND DEPOSIT 
COMPANY of MARYLAND 
Baltimore 
{p 


An American company furnishing the best 
possible protection for American banks 
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AUTO FATALITIES 


7289 Deaths in 77 Cities During Year 





RATE IS 22.3 PER 100,000 POPULATION 





Period Ending October 8 Shows Increase 
of 3 Per Cent in Totals 


The Department of Commerce has announced 
that, during the four weeks ending October 6, 
1928, 77 large cities in the United States re- 
ported 622 deaths from automobile accidents. 
This number (622) compares with 662 deaths 
during the four weeks ending October 8, 1927. 
Most of these deaths were the result of acci- 
dents which occurred within the corporate lim- 
its of the city, although some accidents oc- 
curred outside of the city limits. 

For comparison, the number of deaths due 
to automobile accidents within city limits is 
desirable. Such figures are available for the 
four-week period ending October 6, 1928, and 
for the corresponding four-week period of 1927 
for all of the 77 cities, the four-week figure 
in 1928 being 508, as contrasted with 571 for 
the corresponding four weeks in 1927. 

Considering by four-week periods since May, 
1925, total deaths from automobile accidents for 
77 cities, regardless of place of accident, the 
lowest total (346) appears for the four-week 
period, ending March 27, 1926, and the highest 
(686) for the four-week period ending Novem- 
ber 5, 1927. 

For the 52 week periods ending October 6, 
1928, and October 8, 1927, the totals for the 77 
cities, were respectively, 7289 and 6975, which 
indicate a recent rate of 22.3 per 100,000 popu- 
lation, as against an earlier rate of 21.7, or an 
increase of 3 per cent in the rate in a single 
year. 

Three cities reported no deaths from auto- 
mobile accidents for the last four weeks, while 
five cities reported no deaths from automobile 
accidents for the corresponding period of 1927. 

For the last four-week period reports as to 
whether deaths occurred from automobile ac- 
cidents within city limits or outside were re- 
ceived from all of the 77 cities reporting. In 
these cities in- this four-week period, the total 
number of deaths from automobile accidents 
was 622, but only 508 of these were due to acci- 
dents within city limits. 


Universal Casualty Company Licensed in 
Arkansas 


It was announced last week by Edward T. 
Harrison, president of the Universal Casualty 
Company, of Dallas, Texas, that the company 
had been licensed to write full coverage auto- 
mobile and miscellaneous casualty lines in Ar- 
kansas. 

W. E. Thompson, special agent for the Uni- 
versal Automobile Insurance Company, 539 Hall 
Building, Little Rock, Ark., will represent the 
Universal Casualty Company in the same capac- 


ity. 





J. H. DAVIS, JR., MADE 
SUPERINTENDENT 


Promoted to Head Agency Department of 
Hudson Casualty 


John H. Davis, Jr., has been promoted to the 
post of superintendent of agents for the Hud- 
son Casualty Insurance Company, Jersey City. 
Mr. Davis takes the place vacated by John E. 
Hogan who, as noted in a recent issue of THE 
SPECTATOR, was made resident vice-president 
for the company at its New York city branch. 
Mr. Davis has been in charge of the burglary 
and plate glass divisions of the Hudson Casu- 
alty. 

In addition, J. A. Bantel has been made man- 
ager of the burglary and plate glass depart- 
ments to occupy the post vacated by the promo- 
tion of Mr. Davis. 


James J. Lucy Goes With Maryland 
Casualty 


James J. Lucy has joined the New York 
branch of the Maryland Casualty Company of 
Baltimore as assistant in underwriting and the 
development of contract surety lines. Mr. Lucy 
has had 16 years’ experience in the business 
with the metropolitan New York division of 
the American Surety Company, New York, 
and has many friends among the brokers and 
agents of that territory. 


It’s the Metropolis Indemnity 
In last week’s issue of THE Specrator, the 
formation of the Metropolis Indemnity Com- 
pany of New York city was announced. The 
article containing notice of this even had the 
name of the new carrier correct in the headline, 
but called it “Metropolitan Indemnity” in the 


text. Metropolis Indemnity is correct. 


SUPER VISINGINTER=INSUR= 
ANCE 





George E. Turner Points to Regula- 
tory Needs 





ADDRESSES CANADIAN AGENTS 





Says State Problems in This Regard Cry 
fer Solution 

The supervision of inter-insurance is the most 
difficult task that State insurance departments 
have to face, declared George E. Turner of 
the Casualty Information Clearing House in an 
address delivered last week before the Ontario 
Fire and Casualty Agents Association in ses- 
sion at Toronto, Canada. The existence of at- 
torneys-in-fact confuses legislation with respect: 
to inter-insurance and insurance departments 
wishing really to supervise the operations of 
inter-insurance must supervise not one cor- 
poration but as many individuals as there are 
subscribers to the particular plan. Mr. Turner 
said: 

Each participant is a separate and distinct 
insurer and yet, we have fallen into the coin- 
mon error of dealing with these groups as units- 
or insuring entities to be supervised after the 
fashion of insurance companies. In common 
justice to the plan itself the State either should 
attempt no supervision or should deal with the 
scheme in a fair and intelligent consideration 
of what it is composed. No supervision can 
be effective which does not fully comprehend 
the structure and method of the thing to be 
supervised. It is futile to think of inter-insur- 
ance in terms of the standards set for stock 
or mutual insurance companies. Certainly 
there can be little relation between the standards 
of financial strength set for a corporation to 
enable it to sell insurance, and the terms or 
conditions under which a natural person may 
be permitted to pledge his assets to pay his- 
share of the unknown losses of an unknown 
number of unknown other persons and rely for 
his own protection upon those same persons 
reciprocating his pledge! 
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The Employers’ 


Liability Assurance 
Corp., Ltd. 


The Employers’ Fire 
Insurance Co. 


American Employers’ 
Insurance Co. 


SAMUEL APPLETON BUILDING 
110 Milk Street, Boston, Massachusetts 


Practically every form of Insurance 
except Life 


The Difference Lies in SERVICE 


se highly developed insurance 
policy of one reputable com- 
pany is essentially like that of an- 
other, in this year of 1928. 


The great difference lies in the 
service: 


—in the way a policy's invaluable pro- 
tection is made to fit your peculiar 
needs. 


in the professiona counsel you re- 
—ceive regarding its functions. 


—in the manner in which you are re- 
lieved of insurance detail and worry. 


—in obtaining for you the best possible 
policy, with the greatest possible 
security and the best possible pro- 
tection. 


The Employers’ Group representative in 
your locality is sucha man. He has been 
selected with extreme care to carry on their 
policy of “the service that satisfies." You 
may depend on him, as an ever-increasing 
number of Employers’ policyholders are 
doing, the country over. 


The above is the message which The Em- 
ployers’ Group is giving the insuring public 
through the media of national magazines. 

Agency connections with The Employers 


Group are still available for the competent 
insurance man. 






ARMAND SOMMER’S NEW POST 
Made Assistant Superintendent of Stand- 
ard’s Accident and Health Division 
Armand Sommer, whose transfer from Chi- 
cago to the home office of the Standard Acci- 
dent Insurance Company at Detroit was noted 
in Tue Spectator of August 28, has been 
made assistant superintendent of the accident 

and health department there. 


Mr. Sommer became connected with the 
Standard Accident shortly after graduating 
from the University of California. He served 


as a payroll auditor for the company both in 
Philadelphia and Texas and as special agent at 
the Chicago branch office. For the past two 
and one-half years he has been manager of the 
accident and health department of that office. 
He is a member of the Casualty Actuarial So- 
ciety and until his present change was presi- 
dent of the Accident and Health Managers Club 
of Chicago. In addition, Mr. Sommer is the 
author of a new book, entitled “Manual of Ac- 
cident and Health Insurance,” which is pub- 
lished by The Spectator Company. 

L. C. Schofield has been sent to the com- 
pany’s Chicago branch to become manager of 
the accident and health department there to fill 
the vacancy created by the transfer of Mr. 
Sommer. 


Funeral Service for H. B. G. Alexander 

Cuicaco, ILt., October 22.—Funeral services 
for H. G. B. Alexander, until his death recently 
in Paris, chairman of the board of the Con- 
tinental Casualty and president of the Conti- 
nental Assurance, were held privately in the 
chapel of Oakwoods Cemetery here last Fri- 
day afternoon. Only members of his family, 
his immediate business associates and intimate 
friends attended. The body arrived here the 
day previous in a special car from New York, 
attended by his widow, and two of his daughters. 
Mr. Alexander was one of the pioneer casu- 


alty company executives of the country, and 
probably the most outstanding in the Middle 
Western territory. 





Illinois Agents Prepare for Annual Session 


Cuicaco, Inz., October 22.—The program of 
the Illinois Association of Insurance Agents’ 
convention at Springfield, November I, includes 
addresses by R. P. DeVan, Charleston, W. Va., 
president of the National Association of In- 
surance Agents, and J. W. Longnecker, adver- 
tising manager of the Hartford, and discussions 
of several topics of immediate interest to the 
agents. 

The program, summarized, follows: “New 
Agency Profits in Personal Coverages,” L. D. 
Edson, accident superintendent, Zurich, Chi- 
cago; “Aviation Insurance,” Edward Lawson, 
William McGee & Co., Chicago; “Surety De- 
velopment,” John G. Yost, assistant secretary, 
Fidelity and Deposit, Baltimore; “Problems 
Confronting the Local Agent,” Harold M. 
O’Brien, president, Chicago Fire and Marine; 
“Selling and Servicing Workmen’s Compensa- 
tion,” E. Irving Fiery, Bowes & Co., Chicago; 
and “Salesmanship in its Application to Insur- 
ance,’ Dwight Ingram, Griffin, Ingram and 
Pfaff, Chicago. 

The banquet program includes the addresses 
by Mr. DeVan and Mr. Longnecker, and a 
talk on “Goodfellowship,” by John F. Stafford. 


Citizens Casualty Well Under Way 

_ Organization of, the Citizens Casualty Insur- 
ance Company of Utica is well under way and 
the company expects shortly to receive its li- 
cense from the State Insurance Department. It 
will start with a capital of $400,000 and a paid- 
in surplus of $220,000. The president is T. 
Harvey Ferris and Charles A. Walker is man- 
ager. Its first business will be largely auto- 
mobile liability lines. 
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MANUAL OF ACCIDENT 
AND HEALTH INSURANCE 


This Invaluable New Book Deals With 
Every-day Problems of Accident 
and Health Salesmen 








ITS AUTHOR IS ARMAND SOMMER 





The New Work Clearly Explains Many 
Lines Written by Accident Companies 
The Manual of Accident and Health Insur- 

ance, written by Armand Sommer, A.S., B.A., 
has just been published by The Spectator Com- 
pany. The business of accident and health in- 
surance has been growing steadily through the 
years and has reached an immense aggregate. 
Notwithstanding the great proportions already 
reached, the business is susceptible to far 
greater growth, and if insurance salesmen han- 
dling other lines will give accident and health 
lines a reasonable amount of study, using the 
new Manual of Accident and Health Insurance 
they will soon find themselves qualified to pro- 
due new business steadily. 

Some of the accident and health lines are 
rather perplexing, but this new book so clearly 
explains them that agents can readily grasp 
their salient features and largely build up their 
business. 

In this book Mr. Sommer uses the descriptive 
term of “income insurance” in connection with 
accident and health indemnity, and holds that 
life insurance is incomplete without the com- 
plementary lines of accident and health, and 
also that the life insurance salesman who over- 
looks accident and health insurance is encour- 
aging the entry of a competitor who urges the 
more complete form of coverage. 

Conversely, the selling of accident and healti 
insurance can be used by the agent to foster 
a demand for life insurance so that either the 
life or the casualty insurance salesman may 
benefit by selling the combination of life, acci- 
dent and health insurance. 

In the Manual of Accident and Health In- 
surance is presented a very clear and detailed 
treatment of the logical explanation of restric- 
tive endorsements, which will allow the agent 
to facilitate these adjustments satisfactorily to 
the policyholders. Among the topics treated 
in the book are Newspaper Accident Policies or 
Limited Special Contracts; Group Accident and 
Health Insurance; Installment Purchase Insur- 
ance; Limitations; Riders or Waivers on Re- 
curring Disabilities; Double Indemnity; Elim- 
ination Riders; Advertising and Circulars; The 
Sample Policy; The Testimonial Sale; The 
Statistical Sale; You, The Salesman. 

This valuable work is a complete treatise 
on accident and health insurance, and though 
it is primarily intended for the salesman and 
agent, it covers the subject matter so thor- 
oughly that it may be used as a textbook in 
schools and colleges. The book is of a con- 
venient size to be carried in the pocket and is 
handsomely bound with flexible cover, stamped 
in gold on front and back edge. Its price is 
$3 per single copy, with discounts for quantity 
orders. 


“BILL” BARNHART, DEAD 
Publicity Expert of National Surety Vic- 
tim of Appendicitis 
Williamson L. Barnhart, manager of the pub- 
licity department of the National Surety Com- 
pany of New York, died Tuesday morning, fol- 
lowing an operation for appendicitis. He was 
45 years of age. He is survived by his wife 
and a son and two daughters living at Leonia, 

N. J. 

Mr. Barnhart was widely known. He signed 
his articles “Bill Barnhart” and it was as “Bill” 
that he was addressed by his many friends. He 
joined the National Surety a little over ten years 
ago as a salesman in what is now the forgery 
bond department of the company. Later he be- 
came manager of the Philadelphia office and 
was called back to the home office to take 
charge of the publicity of that department 
where his success commanded the attention of 
the chief executives of the company with the 
result that he was given charge of the publicity 
department for the entire company. 

E. M. Allen, executive vice-president of the 
National Surety, paid the following tribute to 
Mr. Barnhart: “Mr. Barnhart was a practi- 
cal idealist. His was a constructive vigorous 
mind that delighted to tackle difficult problems 
and find a way of solving them. He was a 
constant inspiration to the producers of the 
National Surety Company. Endowed with 
rugged strength of character and a sympathetic 
lovable nature he made countless friends in 
every part of the country who mourn his loss.” 








SEVEN v POINT FULL COVERAGE AUTOMOBILE POLICY 


CAR OWNERS’ MUTUAL IMPAIRED 
Massachusetts Company Involved in Rate 
Situation 

Boston, Mass., October 22.—Insurance oi- 
fices here were not wholly surprised at the 
announcement on Saturday that the Car Own- 
ers Mutual, a company writing automobile lia- 
bility insurance under the Compulsory Law, 
was impaired and a temporary injunction to re- 
strain it from the further transaction of busi- 
ness was sought at the instance of the acting 
commissioner of insurance, Arthur E. Linnell. 
Rumors have been increasing steadily since the 
resignation of Commissioner Monk—rumors 
which now include at least one other of the 
five mutuals, the Bristol Mutual, which began 
business practically on the same date, all in- 
corporated to write under the Massachusetts 
Act. The petition, which has been filed with 
the attorney-general, calls for the appointment 
of a receiver, and both sides will be hcard on 
Friday of this week before the Massachusetts 
Supreme Court. It is understood that the Car 
Owners is one of the signers of the petition 
for review as to the adequacy of the 1928 
rates, on which a decision is expected any time 
from the Supreme Court. The company con- 
strues the Commissioner’s act as a step taken 
by the stock companies to prevent the fact from 
getting out that the company’s loss ratio was 
lower than the average of all companiés writ- 
ing this class of business in Massachusetts. This 
would greatly lessen the chance of the court 
deciding in their favor and commanding that 
the acting commissioner promulgate new rates. 














Fee 
Place in the 
SUN 






The sun of popular favor shines on the Republic agent—vol- 
ume sales prove this. Today buyers of every kind of service 
and commodity look for quality and the most for their money. 


Obviously, insurance is no exception. 

Full information concerning the Republic’s unusual insurance contracts 
and Agent Profit Sharing Plan will be sent to established agencies 
promptly upon request. Why not enjoy a place in the sun? 
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Our Agents Have 


A Wider Field— 


Age Limits from 0 to 60. 


ly Premium plan. 
Participating and Non-Participating Policies. 


Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for 





An Increased Opportunity Because We Have 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
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Life Insurance agents are 
too busy, too energetic, 
longer to put up with old- 
fashioned card index sys- 
tems for keeping track of 
their policyholders. No 
agent who is careful of his 
own interests can afford to 
be without the Life Insur- 
ance Register. 


Here is the kind of a Life 
Insurance register that you 
have always wished for but 
never could find! All the 
information needed to 
analyze your client's life 
insurance, to answer his 
every question, can be se- 
cured in a moment. 


— 


Gentlemen: 
ance Register. 
Name 


Throw Away the 
Old-Fashioned Card Index 


It is easy too, to keep tab of NO 


Accurate Loose-Leaf Co. 
NEW YORK CITY 


Accurate Loose-Leaf Co., 81 Nassau Street, New York City, NW. Y. 
You may send me literature describing the Life Insur- 


Cee ere eeeesereseseeeteeeseeseee 


Males and Females alike. ADAMS ST. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 4| Continental | 5 Chicago 
SS Commercial > ; . O| om 
We have openings in Ala., Ark., Dela., D.C., Fla., Ga., Ill., Ia., : New Be] F|_Eetenee |S Jo 
Kans., Md., Mich., Minn., N. M., Ohkla., S. D., W. Va. 3 — QUINCY ST. = a 
Fed- Illinois Ase 
Colony} eral | ~ e 
THE OLD COLONY LIFE INSURANCE COMPANY = /7J"*/ =| | Meshes 
= 
of CHICAGO, ILL. JACKSON BOUL. 
B. R. NUESKE, President RRS Board | 
The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through Sashonge Trade 
Quincy and Wells Street, right in the heart of Chicago’s Financial District. 











the Birthday dates of your 
policyholders. 

The last word in life insur- 
ance records—at the lowest 
price! That is what we 
offer you, for the Life In- 
surance Register is priced 
at $7.25. Think of it—a 
loose - leaf, well - bound, 
stamped - in - gold, post 
binder, sheets for 450 ac- 
counts and the greatest 
system ever devised for 
keeping a real record of 
your life insurance busi- 
ness—for $7.25. You must 
see this Record to appre- 
ciate it—that’s why we are 
putting this opportunity 
oe you. Use the coupon 

! 
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“IT’S A GOOD POLICY” 


MORE NEW POLICIES 


Retirement Income Policies 


(income to the insured) 


LOW COST PREFERRED RISK 
POLICY 


NEW OWNERSHIP, BENEFICIARY and 
ASSIGNMENT PROVISIONS 


clearly define contractual rights 
of all parties interested 


COMPLETELY REVISED 
PLAIN ENGLISH POLICY FORMS 


that will particularly appeal to the conscientious 
life underwriter 


WRITE FOR INFORMATION 


Philadelphia Life Insurance Co. 


111 North Broad Street, Philadelphia 
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The Selling Process 


By Harotp P. TRosPEer 


Vice-President, American Life Insurance Company of Detroit 


and is asked me every day: Are there 

any set rules in selling, or the effecting 
of a sale? I will answer this in the affirma- 
tive. Yes. There are at least five set rules 
which I will dwell upon later on, but first let 
me say that about 80 per cent of all selling is 
just old-fashioned, common, every day horse 
sense, and after some eighteen years of selling 
experience I have reached some definite con- 
clusions which have helped me, and I can’t help 
but feel that they will be useful to the other 
fellow. Therefore, I am just going to talk 
to you about the things that I have found help- 
ful through actual experience, and I do be- 
lieve that in some small measure they wifl be 
helpful to the other fellow. 


ge question is continually being asked, 


Ruskin says, “See a thing clearly and tell 
it plainly.” In my experience with dozens of 
salesmen I haye found very few who have 
developed this apparently very .simple process. 
Personally, I always proceed on the theory that 
no man’s judgment is any better than his in- 
formation. If he knew as much as I do about 
life insurance, its needs, what it will do for 
him, and so forth, he would come to me and 
ask to buy, but he does not. I must tell him, 
and to-day, even though the life insurance busi- 
ness has increased in leaps and bounds, the 
average man’s mind is a blank as concerns a 
life insurance plan or program. He considers 
life insurance as a very abstract thing, an 
inanimate thing. Therefore, it is my job to 
make it as concrete as possible and make him as 
proud of owning it as he would be of owning 
$100,000.00 worth of government bonds or a 
business block on Main Street. 


How shall I proceed to do this? How does 
an artist proceed when he starts to paint a 
beautiful picture? First, he has a blank can- 
vas which he places on an easel. He takes his 
palette in one hand on which he places his 
various colored paints. Then he takes his 
brush and probably will go all over the canvas 
and make it a plain green, and, by touch after 
touch, he gradually brings out a grove of trees, 
an old rustic rail fence. Then a little stone cot- 
tage, and little by little he has brought out on 
that blank canvas a beautiful picture that ninety- 
five people out of a hundred will admire and call 
a work of art. A combination of things enters 
into this picture. Skill, knowing his colors 





From an address delivered at St. Louis, October 
12, 1928, before the Agency Management Section of 
the American Life Convention. 


and what they will do and how they will blend, 
and last, but not least, a vivid imagination. 

I find that the salesman’s work is parallel to 
great extent to that of a painter which I think 
I can prove later on by concrete examples. 


I have been asked also many times what are 
the personal attributes of a successful salesman. 
I believe that I can answer that to a great ex- 
tent in discussing some of our great actors. 
First let us take George Arliss, that wonderful 
actor, in a drama like “Disraeli.” If you should 
meet George Arliss on the street, with his little, 
thin, peaked, wizened face, his large mouth and 
equally large teeth, his small stature and that 
stooped and bent, you would not give him a sec- 
ond look. You would not know where to.class- 
sify him. He could be a post-office clerk, a 
bookkeeper, or a barber, but when he comes 
out on the stage in the shoes of Disraeli and 
starts to speak, on account of his gestures, ex- 
pression and the inflection of his voice, all eyes 
and all ears are centered upon him alone. He 
at once starts to live the life of Disraeli as he 
thought that Disraeli lived and acted, and for 
three hours he holds his audience spellbound. 
You forget that it is merely a play because he 
does his work so well that you believe for those 
three hours that you are seeing something hap- 
pen before you in real life. 

He accomplishes this by knowing his lines, 
using his imagination and putting his heart, body 
and soul into the lines that were supposed to 
come from Disraeli, and those among you who 
have seen another great actor, David Warfield, 
in “The Music Master” know that he, too, 
does this. To meet him face to face on the 
street you would never guess him to be the 
great actor that he is. It is only when you see 
him in the shoes of the Music Master that you 
appreciate his greatness. He fills your heart 
with sadness. He brings tears to your eyes. 
One moment you are crying. The next mo- 
ment you are laughing. He accomplishes this 
through years of study and putting his very life 
into his work. 

Just talking to a prospect about life insur- 
ance will not make the sale, I don’t care how 
brilliant the man is or how many smart ideas 
he has. His though must describe a complete 
circuit. I mean by that, that the thought must 
generate in his mind, circulate down through 
his breast some place and then come up and 
out of his mouth. He must put that something 
into it that rings true; that something that 
makes his prospect feel a sincerity of purpose; 
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that something that radiates confidence. 

Now, as to the certain set rules and steps in 
the selling process I spoke of in the beginning ; 
I will call them the ABC’s of selling. First, 
“A” is the approach. We all know that the 
prospect must be met and that the approach 
made in a dignified way counts so much. (I 
only wish the time allotted me would permit 
going into these steps more in detail). It is 
the stumbling block of so many salesmen. He 
approaches his prospect too often in that excuse- 
me-for-living attitude, that “please” attitude. 

“B” we will call interest. Interest must be 
aroused. The most successful method I have 
found in arousing interest is the interrogatory 
method. For instance, in estate work, of which 
I am doing a great deal now, I would start with 
a question something like this: How many 
years of your life have you spent in accumulat- 
ing an estate and how many hours have you 
spent toward building a solid foundation under 
it so that it will not crumble? 

“C” is concentration. This is all-important, 
because if you do not get a man to concentrate 
wholly upon the subject you are discussing, your 
cause is lost. I know, and you know, that I 
could tie up traffic om any busy corner in your 
city by raising the window and yelling out at 
the top of my voice any one of three words, 
“fire,” “police” or “murder,” because all human 
beings, for some reason or other, seem to be 
interested in the sordid, tragical side of life. 
But I also know that 95 per cent of real men 
are also interested in the beautiful, real things 
of life, and I know in my heart that I am there 
to tell a man the most absorbing story he has 
ever heard, a story that concerns him and those 
he loves. Therefore, I know I can make him 
concentrate and listen to this story. 

“D” is desire. This is brought about natu- 
rally by interest and concentration. You create 
a desire in him to do one of the greatest things 
that he will ever be able to do. 

With these four steps accomplished, the last 
put all-important thing is “E,” decision, and 
right there is where 50 per cent of the sales- 
men stub their toes. He does not follow up 
his story and give his client or prospect an op- 
portunity to buy. In other words, he seems lost 
and doesn’t know how to help his client buy or 
reach a decision. If he would only say some- 
thing like this at the conclusion of his story; 
“Mr. Barrett, I am confident that you want to 
take advantage of this program as I have out- 
lined it and all you need to do to take advan- 
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tage of it is to put your name here.” Then, if 
there is a hesitancy, be loaded with a strong 
reserve and come back stronger than ever, giv- 
ing him another opportunity to buy. If that is 
ineffective, brace yourself, get up more steam, 
knowing in your heart that you are doing a 
much greater thing for him than he is doing 
for you. That thought should give you addi- 
tional, unlimited courage to come back stronger 
than ever and give him the third and last op- 
portnuity to buy. 

I might say in passing that so many sales- 
men, when they get into a man’s office or place 
of business, forget what they are there for. 
Don’t ever, if you call yourself a salesman, for- 
get what you are there for. Keep in mind 
always that you are there to do the greatest 
thing one man can do for another. 

In the beginning of this talk I spoke of 
imagination being all-important in the success 
of an artist. I spoke of imagination being pre- 
requisite in the success of a great actor. Imag- 
ination is also mandatory in the success of a 
great salesman. I believe I can prove this by 
a concrete example in an actual sale. 

I went to a man’s place of business to outline 
a program for his wife and two little girls 
and as soon as he realized it was a life insur- 
ance plan he made the remark that he would 
be damned if he would buy life insurance so 
his wife could drive a Packard over his grave. 
Years ago, that would have made me mad and 
I would have proceeded to give him a “bawling 
out.” But, realizing after some years of 
experience that “discretion is the better part of 


valor” and that the man really didn’t realize 
what he was saying or how it sounded, I began 
with this story. “Mg Brown, as you made 
that remark the flash of a picture came into my 
mind. The picture is this: I see a young man 
about nineteen years of age back in the horse 
and buggy days. He has just pulled out of 
the buggy shed in his father’s best buggy and 
he has just pulled it up beside the old watering 
trough. He gets a basket and a sponge and 
he starts to wash this buggy all over so that 
there isn’t a speck of dust on it. Then he 
shines it up so that it fairly glistens in the sun- 
light, and when he has accomplished that job 
he immediately starts on another. He goes to 
the harness rack and pulls down a set of single 
harness and he goes all over it and cleans it 
up with harness soap and polishes it so that it, 
too, sparkles in the sunlight. It is Saturday, 
a bright June day. 

“The following day is Sunday, and we see 
him going out to the barn. He gets old Jerry 
out and he takes a curry comb. and a brush 
and he curries and he brushes and sleeks old 
Jerry up like a new tin whistle. He hitches 
him up to the buggy, goes in, gets on his best 
bib and tucker, comes out, jumps into the buggy 
and down the road he goes for about a mile. 
Then he pulls up in front of a little white farm 
house and, standing on the porch waiting for 
him, all eagerness, is a most beautiful girl. 
She has on a little white organdie dress with a 
blue sash around it, and the blush of roses is 
in her cheeks. 

“As he jumps out of the buggy to assist her 


in, she greets him with a smile and a kiss 
and they go down the road to the little church. 


How proud he is! He is proud because he has 
the belle of the countryside and the envy of all 
the others. They go into the church. A little 
later they come out and go home and that day 
he asks this lovely girl to be his wife. She 
accepts him. 

“That was fifteen years ago. Now that blush 
of roses has faded somewhat from her cheeks. 
She isn’t the beautiful girl she used to be be- 
cause she has given that man the best fifteen 
years of her life and has borne him two little 
girls. I don’t think this woman, or any other 
woman, will be driving Packards over their 
husbands’ graves.” 

He listened intently because the picture fitted 
him. I knew he was raised in the country. I 
knew he had loved as all young men have loved. 
I knew that he still had a heart and that it 
could be reached. He ended by saying, “Tro- 
sper, what do you want me to do?” I replied, 
“I want you to do what any man with pride 
would do. Take advantage of this program 1s 
I have outlined it for you.” He did. You see, 
the imagination, the word picture, did more and 
accomplished more than anything that I could 
have done. 

This little verse runs through my head. I 
don’t know the author. It doesn’t matter. It 
goes something like this: “Time, oh Time, 
turn back in your flight and make me a boy 
again, just for to-night.” I think that the man 
who wrote this was wishing that the hands of 
time could turn back and imbue in him again 
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that boyhood enthusiasm, that self-confidence, 
that he once had. I imagine that this man, 
through meeting hardships and battling the 
world as so many have to do, had a lot of this 
knocked out of him. This recalls to mind the 
greatest natural sale that I ever listened to. 

I was proceeding down the sidewalk one day 
in Bay City, Mich. I was approaching a house. 
Upon the porch of this house sat a man with 
his shirt sleeves rolled up, comfortably smok- 
ing a pipe. Out of the nowhere a little lad 
bobbed up, rushed to the porch and said, “Dad! 


Oh Dad! Give me a quarter! I want to go 
to the circus.” The father clamly replied, 
“You went to a circus last year. They’re all 


alike.” 

Excited the boy burst out, “But Dad! this 
circus is different. I got up early this morning 
and went down to the train when they were 
unloading. They got the biggest and most won- 
derful elephants you ever saw in your life. 
They have an elephant there bigger than Jumbo, 
and, Dad, the camels! You would think you 
were on the Sahara Desert there are so many 
camels.” 

Just then the parade was coming down Center 
street and the bands began to play. The little 
fellow said, “Dad, listen to that band. Hear 
that music. Isn’t that a wonderful band? Just 
listen !” 

You could hear that band, the drums and the 
old trombone, and even the clatter oi the horses’ 
shod hoofs on the brick pavement. Again the 
boy said, “Hear that band, Dad; and, Dad, that 


isn’t all. They have the most ferocious tiger in 
captivity! A regular man eating tiger. But 
you can’t see him in the parade, Dad. They've 


got him all caged in because he’s so dangerous. 
But, Dad, when you get in the big tent you can 
see him because they’ve put extra iron bars 
around his cage so he can’t get out.” 

Again he said, “Listen, Dad. Hear them 
coming down the street. Listen to that band. 
That’s another band, Dad.” 

The reply of the father was this: 
time does the circus start?” 

“Two fifteen, Dad.” 

“All right, we'll go.” : 

After listening in on that and feeling the ['t- 
tle lad’s great desire to accomplish his sale, 
what human being could have turned him down? 

Above all, any salesman who wishes to make 
a success of his work, even though he may 
have great knowledge of his business, a won- 
derful vocabulary, and magnificent powers of 
description, must put his heart, his life and his 
all into that sale. 


“What 


Dr. S. S. Huebner to Lecture in New York 

Arrangements for a course of lectures on in- 
surance and insurance trusts by Dr. Solomon 
S. Huebner have been made by the National 
Bank of Commerce in New York. Dr. Hueb- 
ner is professor of Insurance and Commerce 
in the Wharton School of the University of 
Pennsylvania, Dean of the College of Life Un- 
derwriters, and an eminent authority on insur- 
ance subjects. The lectures will be given in 
New York city on January 3, 10, 24 and Feb- 
ruary 7. 


Analysis and Program 


By Rurrner R. Payne 


Manager, at Charleston, W. Va., of the Atlantic Life Insurance Company, Richmond 


HAT is an expert? He is just an 

ordinary man—away from home. We 

don’t presume to be anything else but 
what we are. "Tis said that we never grow up 
in our home town and it is pretty much true,— 
yet, those people who are considered as grown 
are really those ordinary individuals like you 
and me, who are successful because they have 
put a little serious thought on their particular 
line of business and a little more effort in order 
that they might give a new and beneficial idea 
to the public by presenting their trade in a little 
better way than it has been done before. That’s 
just what we are trying to do—in serving and 
helping the public to understand our business. 


Now, I believe in getting at the meat of a 
situation before we try to tackle any job. Let's 
know as best we can just what we are trying 
to do and our reasons for so doing—then we 
are not so apt to be disappointed or to use so 
much wasted effort. In the first place, just 
what is an analysis and just what is a program? 
Mr. Webster tells us that the making of an 
anaylsis is “a resolving into elements or parts.” 
He also tells us that a program is an “outline 
of any exercise’—a plan of procedure. Is this 
not exactly what we want to get over to our 
prospects? Don’t we feel that if we could in- 
stil in others the need for, and the great good 
accomplished through life insurance as we our- 
selves have it instilled in us, that most every 
intelligent individual would own more life in- 
surance? In order to get our proposition to our 
prospect in such a way as he or she will under- 
stand it, it is necessary, actually mandatory 
if we serve our prospect right, that we resolve 
our exercise into its component parts in the 
form of a very definite and well planned out- 
line, which in our opinion, after some study, 
will best meet the particular need of our pros- 
pect. To my mind, most agents fail in the life 
insurance business because they are groping 























Stephen M. Babbit 


President 


HUTCHINSON 

















around in the dark when they try to present 
their ideas in an oral way. They may catch 
their prospect when he is not in the mood—the 
agent himself may also be moody. Further, I 
feel that it is best for me to write out this very 
talk rather than try and give it orally because 
in my own mind I don’t want to leave out a 
single thing which I feel may possibly be of 
some benefit to you good people. Anything 
mental is more apt to vary and not go straight 
to the point. Our minds are ever changing. 
We see things differently to-day from what we 
did yesterday, and so on. It is therefore hard 
to keep on a straight course of fire and, too, 
it is awfully easy to forget. 

We are all human and lazy, and there are 
times when we don’t want to listen. It is hard 
for us to realize and meet the needs of a situa- 
tion, and with all of this don’t let us forget 
that our prospects are human just like we are. 
In your experience you know of salesmen who 
impress you most and others whom you prob- 
ably never want to see again. We want to be 
the kind of salesmen whom everyone wants to 
see again. That’s our mission in life or should 
be anyway, and after all, are we not trying to 
master our mission in the best possible manner ? 


WuatT THE PusLic WANTS 

Now, this brings me to a point where we ask 
ourselves—“‘What does the Public want?” We 
are living in an ever-changing world and if we 
do not change with the world the world is going 
to leave us behind. Further, this old world is 
moving in waves of development faster than 
it has ever moved before, and through inven- 
tions and other means, we can think of various 
reasons for this, foolish perhaps, inconsequen- 
tial perhaps—yet this is the world in which we 
live. It is better to adjust ourselves to the step 
of the world, walking in tune with its tempo, 
than to break our hearts trying to adjust the 
world to our step. The public wants expert 
service. That’s what the public wants. There 
was a time when man did everything for him- 
self from planting the trees in front of his 
house to digging himself a well in the back- 
yard. To-day we do as little for ourselves as 
we possibly can and a whole army of service 
experts has sprung up to care for our multi- 
tude of needs. We do not have time in this 
fast moving world to bother with details. We 
can’t afford to take the time in our own minds 
as we have too many other things in our own 
specialty line, which of necessity we are com- 
pelled to do. But men are going to learn that 
they do need expert help, not only in saving 
money but in keeping the money they save. 
Life insurance is the ideal form of “expert ser- 
vice” for dollars that are saved and are to be 
saved. Agents are becoming more and more 
the expert counsellors in ways and means of 
making men financially happy, because—Life 
Insurance is the quick, speedy, simple, auto- 
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matic method of saving money, protecting loved 
ones, creating an estate, and it is becoming a 
greater institution, a more necessary institution, 
than even our dreaming can picture. 


Our dear public then, of necessity to-day, 
wants to be shown. Our old method of sales- 
manship in life insurance has, or is, failing 
rapidly, because the old idea of the insurance 
peddler doesn’t know how to show the real 
intelligent people of to-day in the 1928 or even 
the 1929 fashion, and we have got to keep as 
far in advance as possible in order to even keep 
up with the time. If we don’t—somebody else 
will. As one very eminent and outstanding 
authority on life insurance selling has said, “I 
consider programing and analysis the ideal ap- 
proach and presentation of our service, for 
thereby we are filling definite needs and not just 
selling life insurance,,as such.” 


Men Must Be SHOwN 


I believe you have got to talk to the man 
of to-day in his own terms—that is, the way in 
which he wants to be talked to. You have got 
to show a man, show him quick, and show him 
so he can see it. This is the day of automatic- 
ity. People are busy, they haven't time to sit, 
and chew, and spit and listen, and their time 
is not your time, and too much of your time 
cannot always be their time. Besides, they don’t 
want too much of it. 

Our definitions then of analysis and program 
should, it seems to me, best meet the needs of 
to-day so far as our particular profession is con- 














Full Coverage 
| For $1.00 a Month 


Our Big Dollar Policy gives full cover- 

age from day policy is issued, at flat 

rate of $1.00 a month at all ages. It 

includes Double and Triple Indemnity 

benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 

cash surrender values. Issued to risks 
from age one day old and up. 


This is the easiest selling life insurance 

offered anywhere, and affords exceptional 

opportunities for wide-awake agents. 
Write for territory to 
Agency Superintendent 


Illinois Bankers Life Association 


Monmouth, Illinois 




















cerned. It should pick to pieces the needs of 
an individual situation and present it in a defi- 
nite concrete way with suggestions as to its 
arrangement when such needs are filled, such 
that the program will then be carried out to the 
ideal satisfaction of those concerned. An analy- 
sis and program does this. Further, it presents 
your case in the best possible way. Your pros- 
pect can’t help but appreciate a well gotten up 
and well presented analysis or program or both. 
It immediately impresses him with the idea that 
you have spent valuable time and thought in 
trying to genuinely help him. Your prospect 
therefore cannot help but feel that you know 
something about your business and that you are 
going at it in a real way—because he himself 
would not want to waste his own effort, if for 
no other reason. Another thing, your prospect 
can’t forget it—it is there in black and white— 
he takes it home and digests it, and it is with 
him until he gets in the right mood to see the 
wonderful value of your proposition. It helps 





OPPORTUNITY FOR 
DISTRICT MANAGER 


who knows how to hire men who can 
sell disability policies (non-cancellable 
policies featured) for a progressive 
Company. Contracts top-notch in 
every detail. 

Direct connections and proper assis- 
tance to right man. 


Territory obtainable in portions ot 
Michigan, Indiana, Illinois, Pennsyl- 
vania, Missouri and California. 


It will pay you to write 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 
Stock Company, Authorized Capital, $1,000,000 














c 





FRIENDS EVERYWHERE 


Long established and consistently pro- 
gressive, providing perfect protection 
at a net cost which is notably low, 
and rendering prompt and efficient 
service, the Massachusetts Mutual 
stands out as an ideal company to 
represent. Many years of square deal- 
ing are back of every one of our 
agents. They find enthusiastic friends 
of the Company everywhere. 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half 
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the agent in presenting his case because it gives 
him confidence by relieving his mental strain 
of uncertainty. 


WILLIAM A. DAY’S ESTATE 
Former President ef Equitable Life Leaves 
Over Half Million 


The transfer tax appraisal filed last week by 
Deputy Tax Commissioner Stephenson of New 
York showed that stocks and bonds of public 
utility corporations and railroads made up the 
major part of the estate of William A. Day, 
president of the Equitable Life Assurance So- 
ciety of America, New York, which was $597,- 
214 net. Mr. Day left gross assets of $627,214 
when he died on April 8. Franklin Day of 925. 
Park avenue, New York, secretary of the 
Equitable, received $536,914 from the estate, and 
a son, Charles H. Day of Chicago, received 
$10,000 and the testament warned that if the 
son should attempt to upset its terms he would 
receive nothing. 

The appraisal showed that Mr. Day received 
$75,000 a year from the Equitable, the salary 
due for the first half of last April being listed 
as $3125. His stock holdings were in numerous. 
small blocks. The securities totaled $607,749 
but more than $516,000 of this sum had been 
given away in contemplation of his death, most 
of the shares going to his grandson. There 
were bequests of $10,000 each to a brother, a 
friend and business associate and to his secre- 
tary concerning whose faithful service Mr. 
Day in his will spoke in the highest terms. 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$5,337,313.74 on Deposit with the 
Indiana Insurance Department 


$686,715.01 Surplus Protection to 
Policyholders 


$47,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. ; 


Insurance in Force 


TERRITORY’ OPEN INS 
INDIANA, OHIO, ILLINOIS, MICHIGAN, 
ARKANSAS, TENNESSEE, TRXAS, 1OWA 
AND CALIFORNIA. 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 
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Some Pointers on the Use of Direct Mail 
by Life Insurance Agents 


WELL-DIRECTED direct-mail cam- 
A paign, with the agent linked up with 

it and strongly interested, 1s not costly 
and can be made to bring big returns, Miss 
Alice E. Roche, office manager of the Louis 
G. Paret agency of the Provident Mutual Life 
in Camden, N. J., told the first meeting of the 
Post Graduate Helps for Life Managers at 
the Bellevue-Stratford recently. 

Miss Roche’s talk was based in the main 
on the experience in her own office. She divided 
her talk into two sections. First—Developing 
Leads and Business through Direct Mail and 
second, Securing New Agents Through Direct 
Mail. 

She created quite a stir when she made the 
statement that every member of the Paret 
agency is assessed a service charge of $10 a 
month for the mail order campaigns. For that, 
the agent has the opportunity of submitting 250 
names or else the agency gets the list up for 
him and then circularizes those in the list. 

Through the service charge, she said, the 
agent is tied up in co-operation with the cam- 
paign. 

She stated that before the Paret agency 
started on its campaign, she spent four months 
in getting up a reservoir of names. She wrote 
civic organizations, etc., for lists of their mem- 
bers and the “lists simply poured in.” 

She said that a direct-mail campaign is not 
very costly. She began with one girl as an 
assistant. She now has two. Letters are sent 
out every two months—‘“not too frequent to 
annoy the prospect.” All the letters are well 
processed and they all contain enclosures. 

There are two reasons for such a campaign. 
The tangible one is increased business. The 
intangible, increased appreciation of the agents. 
The real aim, however, she declared, was the 
merchandising of life insurance service. 

A direct-mail campaign she asserted, must 
be based on definite pointed channels. The 
Paret agency, she said, has the following five 
points: 

1. Educating the prospect to many varied 
uses of life insurance. 

2. Breaking down sales resistance. 

3. Making letters junior salesmen. 

4. Establishing contact with policyholders. 

5. Building up of clientele. 

Such a campaign, said Miss Roche, fulfills 
the mission of keeping the agent in the pros- 
pect’s mind. In the letters, a vivid picture 
is painted of what life insurance can do. 

Each letter of the series of appeal is differ- 
ent and each is pointed to some definite pur- 
pose. Sooner or later, she said, it will strike 
at some vulnerable point. She told her audi- 
ence to remember that the agent is always the 
ignition spark and that he makes the sale. The 
letters are sent out only to keep him in the 
mind of the prospect until he gets there. The 


letters are written in the English and around 
the thoughts that particular agent uses. 

She said that as soon as a policyholder goes 
on the books, he also goes on the mailing list. 
However, no “business” letters are sent him un- 
less the agent so requests. Six good-will let- 
ters are sent this list a year. 

She said that when a new agent comes into 
the business, it is pointed out to him that he 
is in the business not for a day or a year but 
for a lifetime. He can’t call on all his pros- 
pects. Letters are the only method of keep- 
ing him in the prospect’s. mind. 

“Cater to the agent,’ she declared, “make 
him feel the campaign is draped around him.” 

She said that two types of letters are used. 

1. General appeal. 

2. Specific appeal. 

Six letters are setn out before the lead card 
is given the agent. With the lead card, the 


agent gets a resume of each letter and the date 
sent. 

She remarked that there was very little diffi- 
culty if there has been a reply. Success of the 
campaign, she added, was up to the agents “not 
to us.” 


She told of how she was idealistic when she 
first entered the business and thought that a 
direct-mail campaign should deal only with the 
broader aspects of life insurance. One day 
she took a list of non-repliers, got up a con- 
tact letter, telling them that the agency had a 
memorandum book for them. “And the replies 
poured in.” She remarked that she still doesn’t 
think very much of the memorandum book. 
But, when she gave the lists to the agents, some 
of them told her later that it was the best list 
they had ever had “and it was the same one 
they had had before and couldn’t sell.” On 
the subject of the contact letter, she said that 
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Number Four 


Many potential Life Insurance prospects realize 
the need for protection of their income against 


ACCIDENT & HEALTH INSURANCE 
Not Only 


| furnishes the agent with an additional source of 


But Also 
forms a splendid foundation for the selling of a 
Life Insurance Policy at a later date. 
A complete line of modern policies is issued. 
A live company with an excellent line of policies 
and low guaranteed rates backed by a large 
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BOSTON, MASSACHUSETTS 
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AN OPPORTUNITY TO SELL INSURANCE AT | 
| COST TO A VERY SELECT GROUP OF RISKS 


If you are interested in a sales connection with a long 
established association on either full or part time, write 
to us for further information. 


Our policies are sold at cost to a select class of risks only, 
and consequently are far more desirable than old line 
insurance. This is a real opportunity for the right men. 
Desirable territory still open. State your fraternal affil- 
iations when writing. 


BUFFALO LIFE ASSOCIATION 


Est. 1872, Formerly The Masonic Life Assn. 
Nelson O. Tiffany, President and General Manager 


452 DELAWARE AVE. ROOM 22, 
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Do You Contemplate 


If you do you will want the best value 
obtainable to offer your prospects. Our 
new Universal Policy is a winner. Nine 
Policies in One. We believe it to be the 
most liberal and easiest sold policy form 
on the market today. 


Pays face of policy, plus all accumula- 
tions on Endowment or Limited Pay 
forms in case of death before maturity. 
No medical examination or loss of basic 
rate if changed back to Whole Life form. 


A profitable contract is available to men 
capable of appointing agents and manag- 
ing a territory. For further information 
address 


ADDRESS AGENCY DEPARTMENT 


National Life Association 
Home Office: DES MOINES, IOWA 
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A PROPHET SEES 
THE FUTURE PROFIT 


The donkey who spent his days on a treadmill had 
this to console him on his endless grind—he was 
sure to eat regularly. 


Even if he could be sure to eat his fill every day, 
which he isn’t, the sub-agent finds little consolation 
in his treadmill existence. His human mind re- 
quires future provision assured beyond doubt. 


The General Agent Creates Future 
Wealth for Himself 
Are you ready to graduate into the gen- 
eral agent class? If so, we offer you the 
chance to build your own business—a 


handsome current income and _ ever- 
increasing security for your own future. 


IRA F. ARCHER 


Superintendent of Agencies 


LOUISIANA STATE LIFE INSURANCE CO. 
SHREVEPORT, LA. 


Name Your Choice of Territory in the States of Texas, 
Oklahoma, Arkansas, Louisiana, and Write Us in Strict 
Confidence. 
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the agent was told not to feel disappointed if 
he didn’t sell the prospect. That the idea was 
not to sell a policy but to make a friendly con- 
tact call. And in the future, the prospect, in- 
stead of throwing the letters in the waste- 
basket, would think of them as personal letters. 

The results of the Paret campaign, she said, 
were: 

1. Intangible—new agents who have heard 
of us. 

2. Tangible—average financial return to the 
agent of 478 per cent for the money he has 
put in. 

Miss Roche said that the main idea in the 
campaign, to convince agents of the benefits of 
direct-mail advertising, was to circularize men 
he couldn’t sell. 

She pointed out that many agents think di- 
rect mail advertising is where they send out 100 
letters and have 99 people waiting for them 
the next day. As a matter of fact, she said, 
three or four per cent returns were very good. 
Her returns had been eight per cent, which was 
very high. 

She said that sending out the letters was par. 
All returns were that much over par. The 
average case written on direct mail by the 
Paret agency was $6970. 

She declared that the Paret agency relies 
absolutely on direct mail getting new agents. 
Two letters are sent, each with inclosures. The 
average reply is five per cent. 

She stated that they had made a study of 
the successful men in the agency and circular- 
ized men in that group. Policyholders are also 
written for recommendations and whether they 
would be interested. 

Direct mail campaign for new agents has 
secured eight men for the agency in the last 
year and a half, she stated. 

New Savings Policies Announced by Illinois 
Bankers Life Association 

Extension of savings benefits to the individ- 
ual reserve policies of the Illinois Bankers Life 
Association of Monmouth, Ill., was announced 
on October 1, 1928. 

These benefits provide for deposits apart from 
the regular premium, which are accumulated at 
4 per cent compound interest so as to afford 
cash values available without disturbing the 
insurance. Such benefits were heretofore of- 
fered only in conjuncton with the stipulated 
premium policies of the Association. With the 
promulgation of the new rates it is announced 
that the stipulated premium savings policies 
will be withdrawn from sale on November 1, 
1928. 

The rates announced at this time provide for 
additional deposits sufficient to accumulate a 
fund which will within a designated period earn 
the premium on the whole life policy. The ac- 
cumulation periods provided are 10, 15, 20, 25 
and 30 years for the adult whole life policy 
and 10, 15 or 20 years or to age 21 for the 
lar feature in the Illinois Bankers Life Asso- 
ciation and_ it is expected by the management 
that the extension of the savings rates to the 
new individual reserve policies will make them 
still more attractive to the insuring public. 





juvenile whole life. 

Provision is also made whereby holders of 
the Association’s dollar-a-month policy may 
make an additional deposit of $1 a month for 
18 years and 8 months, after which premiums 
may be discontinued, the interest on the savings 
deposits thereafter carrying the premiums. 


Rates are also quoted in addition to the pre- 
mium of any policy sufficient to accumulate 
$1000 in cash in a period of 5, 40, 15, 20, 25 or 
30 years or at age 65. Rates are quoted both 
with and without disability, double and triple 
indemnity benefits. 


In all of these savings policies the accumula- 
tion is treated as the property of the policy- 
holder, who has the right to withdraw it and 
to discontinue the deposits at any time, or in 
case of death of the insured the accumulation 
is added to the face of the policy and paid to 
the beneficiary. 

On the 20-year savings plan, for example, at 
age 35 a total payment of $34.46 per annum 
carries whole life insurance and accumulates a 
fund of $461 at the end of twenty years. The 
policyholder may then withdraw $461 in cash 
and thereafter continue the payment of pre- 
miums at a rate of $18.44, which is the regu- 
lar rate on the whole life for age 35, the age 
of entry, or may leave the savings fund intact 
and pay no further premiums, thereby having 
a paid-up policy for $1461. 

The individual reserve policies of the Illinois 
Bankers: Life Association provide for values in 
the form of paid-up insurance or extended in- 
surance but do not give any cash surrender 
values until age 70 and thereafter. The savings 
benefits are designed to meet a demand for 
earlier cash values. On the 20-year savings 
plan mentioned above, the insured would pay 
twenty premiums of $34.46, a total of $689.20. 
At age 55 premiums would be discontinued and 
the policy considered paid up for $1461. At 
age 70, if desired, this policy could be sur- 
rendered for $1042.25 in cash, which would be 
$353.05 more than the total premiums paid, in 
addition to which the insured would have had 
the benefit of 35 years life insurance. 
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Germany: Favorable Development of Mortality 
in Germany. By J. Rosen, from Deutsche 
Versicherungs Presse 


The Federal Bureau for Statistics has com- 
piled mortality tables from the census figures of 
June 16, 1925; the years 1924, 1925 and 1926 
form the basis for these observations and the 
results have been published in the periodical 
“Economics & Statistics’ (Wirtschaft und 
Statistik). They show that the mortality has 
been very favorable and that the percentages 
for all ages have been substantially decreased, 
if compared with older tables. Since the be- 
ginning of the 20th century the mortality of in- 
fants has decreased 44 per cent, and over 50 per 
cent since 1870. For the later ages the im- 
provement is even more pronounced. For the 
period from the 3rd to the 6th year the mor- 
tality for boys and girls is one-fifth to one- 
sixth of the old figure. For men and women 
of 25 the mortality is 50 per cent of the figure 
for this group in 1870. In the later age groups 
the change is not so’ pronounced, because the 
wear and tear on the human organism cannot 
be offset to the same degree by medical science. 
Nevertheless, the decrease from 69.4 to 581 
per 1000 for men at the age of 70, and from 
62.1 to 52 for women, as against the decade 
1901/10 is remarkable. A comparison of life 
expectation for the two sexes shows that fe- 
males have a longer expectation during the age 
up to 30 and after 65, but men have a consider- 
ably higher life expectation during the years 
from 30 to 65 than women. 

This results in a substantial increase in the 
average life of the population as a whole, and 
20 per cent more reached the age in which they 
begin to earn a livelihood, as compared with the 
decade 1901/10, and 23 per cent more than for 
the decade 1871/80. This is all the more impor- 
tant as it offsets to a large extent the increase 
in the birth rate. The so-called average life 
expectation shows the most favorable change. 
For newly born it was during 1871/80 35.6 years, 
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JOHN HANCOCK SERIES 


KNOCKING at the AGENT’S DOOR 


Are You Missing Opportunities to Write Group Insurance? 


An agent had written various lines of insurance for several employers. 
Each employer had in his employ a sufficient number of men to warrant an 


The Agent had never mentioned Group to these Policyholders 
He talked things over with our Group experts and made contacts for them 


We did the rest and the agent received full commission for the business. 
The clients were satisfied and so was the agent. 
Let us tell you how we can do it for you! 





LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
197 Clarendon St., Boston, Mass. 


OVER SIXTY-FIVE YEARS IN BUSINESS 
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as against 44.8 for the decade 1901/10; at pres- 
ent it is 56 years. The average life expecta- 
tion of men after 40 is at present 70 years, 
while in the seventies it was only 64.5. 

These changes are, of course, of great im- 
portance to life insurance. The figures cannot 
be applied without changes, as only a part of 
the whole population carries life insurance, and 
they have been selected by physical tests and 
are naturally above the multitude, especially 
during the early insurance years. The elimina- 
tion of inferior risks naturally increases the 
life expectation of the remaining. 

The causes for the decrease in mortality are 
in the first place progress in medical sciences. 
The interest of the assured is affected, as most 
policies provide for a profit participation and 
the savings of the insurance companies out of 
the general improvement are reflected in higher 
dividends to the assured. 


Charting Statistical Courses 

The Recording and Statistical Bureau, Inc., 
of New York city, has just published a hand- 
some, case-bound book exemplifying the econ- 
omies of the punchcard system. The chapter 
headings include “Forethought, Facts and Their 
Fruition, The Punch Card System, Service 
Economy, Procedures and Examples.” The 
book, which is entitled “Charting Courses,” 
contains 92 pages and is profusely illustrated 
with pictures and tables showing the ways 
whereby insurance companies can employ the 
system in their financial, sales analysis and other 
dealings. 
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Scranton- Pittsburgh, Pa 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 

Contract as good as the best, with exclusive 
rights. 

Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 


























Equitable Life’s New Disability Policy retirement annuity (annual premium) and guar- 
(Concluded from page 11) anteed investment. 
Under the Endowment Annuity at 65 and the A few specimen annual rates are here given: 


Endowment Life Income Policy, Disability In- Ordinary life, age 35, with disability and 
come jpayments will not be continued beyond double indemnity accident, $31.99; with disabil- 
the end of the endowment period, while under ity only, $30.99; without disability or double 
the Retirement Annuity and the Income Bond, indemnity, $28.11. 
Disability Income payments will not be con- Twenty payment life, age 35, with disability 
tinued beyond age 65 in any event (nor beyond and double indemnity accident, $42.88; with 
age 60 for females under the Retirement An- disability only, $41.46; without disability or 
nuity, nor beyond commencement of regular an- double indemnity, $38.34. 
nuity payments under the Income Bond or Twenty year endowment policy, age 35, with 
Single Premium Retirement Annuity). disability and double indemnity accident, $55.- 
The new benefit at present is not available 41; with disability only, $54.41; without dis- 
in Indiana and Massachusetts, and the new ability or double indemnity, $51.91. 
rates do not apply to the following policy forms: The new disability clause may be added to 
Income bonds, endowment annuity at age 65, old policies if the insured qualifies. 
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AMERICAN | | | 
CENTRAL 


Insurance Company 
INDIANAPOLIS 


Old Line Legal Reserve 








Established 1899 








PRESIDENT 


HERBERT M. WOOLLEN of AMERICA 





SERVICE 


That 
Follows 
Through 














A in Golf, so in Life Insurance: it is the follow 
through” that imparts true direction and distance to 
the original impulse. 
Almost any progressive life insurance company is 
equipped to satisfy today’s insurance-buyer in the service 
available to him as a policyholder. But if he is réally 
foresighted, he seeks a permanent, comprehensive service 
that will “follow-through”, to meet the needs and prob- 
lems of his beneficiary, beyond those solved by a mere 
lump sum settlement of a death-claim. 
| The Guardian is especially qualified—by virtue of 
its known reliability, long experience, and friendliness— 
to continue just such service to his survivors. 
Send for literature descriptive 
of The Guardian Services—“to 
the policyholder while living— 
to the beneficiary thereafter.” 


THE GUARDIAN LIFE INSURANCE COMPANY 


“The Company that Guards and Serves” 
50 UNION SQUARE NEW YORK CITY 
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The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts fom BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
CODINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunninaiean. Vice-President 
Joseph L. Durkin, Secretary hn J. Gallagher, Treasurer 

Dr. E. Boyan Kyle, Moutieai Director 
Independence Square Philadelphia, Pa. 
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INSURANCE FACTS 


Promptly — Accurately — Economically 
Tabulated 


Classification, reserves, current, outstanding loss data, un- 
earned premiums, agency distributions, current and annual 
reports. 


Recording Statistical Bureau, Inc. 
76 William Street, New York City 
New York Boston Chicago Detroit Montreal Toronto 


Eee 


es 
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GEORGE WASHINGTON LIFE. 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 


























OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 




















WANTED 


Producers who desire the best monthly poontem Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 


FEDERAL CASUALTY COMPANY = = = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 


§0ld by—DETROIT CASUALTY COMPANY <= - DETROIT, MICH. 
‘ (Same Management as Federal Casualty Company.) 
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Proof of the 


& ompany 7 Pudding 
of 


Co-oper 


Every Des Moines Life agent welcomes the 
opportunity of telling how he is increasing 
his earnings by using the prospect leads and 
personal selling helps which we furnish. 
JJ Shambaugh Interested? Write for openings! 
President: 
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e & Annuity Co, 


Des Moines. fowa. 











Field Annuals 


(nsurance Directories 


for 


*Greater New York 
{New York State North Carolina 
New Jersey South Carolina 
Kentucky Virginia 
Texas 


Tennessee 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


- Many new features are included that will be found 


only in “Field Annuals.” 
Price of each $5.00 Postpaid 


THE INSURANCE FIELD COMPANY 


Incorporated 


LOUISVILLE, KY. 


P. 0. BOX 617 














These “first readers"———applaud, 
“DOWN TO BRASS TACKS,” 
the handy office reference-book on Direct-mail Advertising as a business’ - 
builder for local Fire and Casualty agents. 


Cliff C. Jones, ex- -President, National Assoc. Ins. Agents, (R. B. Jones & Sons’ Agency). 
Kansas City, Mo. ‘Down to Erass Tacks’ has answered every question that has bothered 
us. Logical in its ‘presentation, complete in its subject matter, practical in its application to the 
insurance business, it will be welcomed by every aggressive insurance agent in the U.S. At. 
our firm meeting last night we changed our direct-mail system materially due to your book.” 


T. F. Higmon, Vice-Pres., A. J. Love & Co., Genl. Agents, Omaha, Nebr.: “After start- 
ing the book, I @as so interested, I could not leave it till I had read it all. Any agent who will 
read the book will find his enthusiasm aroused and that ought to mean increased commissions.: 
We are going to call it to the attention of our many agents throughout Nebraska and Iowa.” 


Grover F. Miller, Miller Bros. Agency, Racine, Wis.: “ ‘Down to Brass Tacks’ is full 
of real meat. There are more practical ideas jammed between its covers fan I have found 
in a score of other books and I have searched for something new that could be used in our 
office. This book should be on the desk of every live local agent in the country.” 


Lyle A. Stephenson, local agent, Kansas City, Mo.: “Last week I read ‘Down rads ya 
Tacks’. ‘te is stripped of all bunk psychology: it is a real business-builder; and Wgts the on 
the head. Using one of your ideas, I mailed ten letters on which the commission retam was 
$285. If rok puts the contents of this book into practice in a practical manner, good results 
are inevitable 





THE SPECTATOR COMPANY, 135 William Street, N. Y. City 
I enclose $2.85 for “DOWN TO BRASS TACKS”. I want to learn how Direct Mail 
can be used as a Business-Builder. 


Name 


Address SS eS iichidccaipilaalauiaadall 


“s” 














THE SPECTATOR 




















ROYAL 
UNION 
LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


Paid to Policyholders, over 
$26,000,000.00 


Insurance in Force 


$141,178,497.00 
A. C. TUCKER, President 









1928 


Che Oldest Life Insurance Company 
in the West. Desirable territory open 
for live agents. Has an enviable record 
for liberal dealing. 


ST. LOUIS MUTUAL LIFE INSURANCE CO, 
ST. LOUIS, MO. 

































Security— 


When the Mutual Benefit was or- 
ganized in 1845 there were only a 
few Life Insurance Companies in 
the United States. Through the 
Wars, Panics and Epidemics of all 
these years, it has always stood 
safe and secure as a foremost 
disciple of Pure Life Insurance. 


THE 
Mutual Benefit Life Insurance Co. 


Newark, New Jersey 
Organized 1845 
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NOW READY 
AN IMPORTANT NEW BOOK FOR LIFE 
UNDERWRITERS AND TRUST OFFICERS 


LIFE INSURANCE 
TRUSTS EXPLAINED 


By Herbert M. Olney 
Member of the New York Bar — 
Trust Officer, Liberty National Bank and Trust Company 
in New York 


Life Insurance Trusts have already been estab- 
lished for sums running into the hundreds oi 
millions of dollars, and 


The Possibilities for New Business 
Are Enormous! 


The Life Insurance Trust is a common meeting 
ground for 


The Underwriter and the Trust 
Officer 


and the business of both can be promoted 
through the greater use of Insurance Trusts. 
Policyholders and their beneficiaries are like- 
wise very greatly benefited by the combined 
services rendered by 


Life Insurance and Corporate 
Trustees 


Every underwriter and trust officer should 
study Mr. Olney’s book, which contains the 
information needed by them for the develop- 
ment of the best service in adapting insurance 
to the needs of beneficiaries. 


The chapter titles are: General Explanation 
and Definitions; The Unfunded Insurance 
Trust; The Funded Life Insurance Trust: 
Matters of Trust Administration; Planning 
the Trust: Trust Settlements Increase Useful- 
ness of Insurance. The General Policies for 
Cooperation adopted by the Life Underwriters’ 
Association of New York and the Corporate 
Fiduciaries Association of New York, are also 


given. 
Price $1. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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Headquarter points of the 
Library Department: 








ECAUSE Life Insurance Companies 
must check their new applications 

for a record of former examination — 
BECAUSE Fire Insurance Companies 
must protect themselves against policy- 
holders who have fires too frequently — 
BECAUSE Accident and Health Insur- 
ance Companies must be prepared to 
note the accident that occurs and recurs 
to the same individual—Russell-Soundex 
should be part of the office equipment 
of each of these types of Companies. 


Russell-Soundex groups similar 
sounding names. Therefore 4 






“4, 


DIVISION OF 


451 Broadway 


New York City Chicago, Ill. 


for every type of 
Insurance Company 


EE 


BY. 


214 W. Monroe Street 





7 


LARGE RUSSELL-SOUNDEX INSTALLATIONS IN THE MARYLAND ASSURANCE CORPORATION, BALTIMORE, MD. 


it saves time and error in inspecting 
lists of policyholders. Therefore it 
helps to eliminate the danger of fraud. 


The names “Berk” and “Burke” are 
pronounced alike and may refer to 
the same person — yet in alphabetical 
lists they are thousands of names apart. 
Brought together by Russell-Soundex 
“Berk” or “Burke” carry no dangers 
in your files. And the same is true of 
any other names pronounced alike but 
spelled differently. 


Send for the Russell-Soundex 
representative. 






Remington Rand Business Service Ine. 


89 Second Street 
San Francisco, Cal. 


1200 S. Grand Avenue 
Los Angeles, Cal. 


114 Federal Street 
Boston, Mass. 
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Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 
Phenix Fire United States Fire National Fire of 


New Y 
Casualty Co. 


Indemnity Company 
of America 


BROKERS’ LINES SOLICITED 











Actuarial 





Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations 
Examinations 
25 CHURCH STREET 


Consultations 
Valuations 
NEW YORK 


| MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK 
























Actuarial 


Independent Adjuster 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employee’s 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 


JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 





E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 








T. J. McCOMB 


CONSULTING ACTUARY 
OKLAHOMA CITY, OKLA. 


Colcord Bldg. 








_— smeeinis 


WOODWARD, FONDILLER and RYAN 


™ConsuLTING ACTUARIES oe rae 
INSURANCE ACCOUNTANTS 

Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 











75 Fulton St. 
New York 























FRANK M. SPEAKMAN 
Consulting Actuary 
Associates 
Pred E. Swartz, C. P. A. | 

W. L. Clayton 
E. P. Higgins 
J. A. Craig, C. P. A. 


THE BOURSE PHILADELPHIA 

















| 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 
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L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 




















JAMES a WASHBURN, Pons BA 
onsulting Actuary 

LIFE INSURANCE — Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 

Semi-Tropical Business 
Cable Address: Gertract, New York 

420 LEXINGTON AVE. NEW YORK CITY 

Room 101 Memorial Bldg., Nashville, Tenn. 


= 








* JAMES R. COTHRAN 


Consulting Actuary 


306 Candler Building 
ATLANTA, GA. 


























HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 

















SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute of Actuaries. 
MAJOR E. P. S. ALLEN, D. S. O., 
Associate, Actuarial Society of America. 


PIPE & ALLEN 


Consulting Actuaries 





























1711-1712 Metropolitan Blidg., Toronto, Ont. 




















Ife =i 








Omaha Kansas City —— ae — 
— Translations 
H. J. WERDER’ 
SAMUEL BARNETT ransiations 


CONSULTING ACTUARY 
INSURANCE LAWYER 

1131 Candler Bidg. ATLANTA, GA. 

_ 




















Ne 









from English, German, French, Spanish, Italian, 
Dutch, Danish and Norwegian into German and 
English. 
20 years insurance experience 
FIRE AND MARINE WORK 
80 MAIDEN LANE, ROOM 1801 JOHN 2484 
Ask for Rate Card 
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ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 


Claim Adjusters for Insurance Companies 
UNDER ALL POLICIES 


HEAD OFFICE: 465 St. John St., Montreal. 
Telephone Main 3300-2607 
BRANCH; OFFICE: 11 Mountain Hill, Quebec City 





















FOR SALE 








paeememeieem 











PAPER SHELL PECANS 


Select nuts at 65 cents per pound 
in any quanitities, f. o. b. Lena, S.C. 


Address 


T. O. LAWTON 
Box 926 
Greenville, S. C. 














NOW READY—NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many “‘hopeless’” cases 
for large amounts. Agents attest its 
usefulness. It helps sell big policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of moderate 
means, as well as men of wealth. 


A difficult prospect, after reading 
THE COST OF DYING 


said: ‘No agent on earth could sell me life insur- 
ance, but I am going to buy a policy just the 
same’; and he signed up for $75,000. 


USE IT AND PROSPER! 


ia PRICES: P - 
Sample Copy.........sseeeceeerseces . 
50 Copies ie ieuna ca tearaswamencae et 8.50 
100 E Wepielpaeiee vealeeesatoseecens 15.00 
Dt <" | pcvsne Vere Gece Obes rae 60.00 
BE, 8 4s ngh'y pois wala Hee alee Cae 100.00 
RL <<") arkig apsacn' a0 064 e kn be we aereeee 400.00 
Se. <<" | Wn cvcwcecescutisenncoeges 750.00 


Orders tor single copies must be prepaid. 


Please remit by money order or bank draft 
on New York, to avoid exchange charges. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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Twenty-Third Semi-Annual Statement of 


AMERICAN NATIONAL INSURANCE COMPANY 


OF GALVESTON, TEXAS 
W. L. MOODY, JR., President SHEARN MOODY, Vice President W. J. SHAW, Secretary 


Writes ORDINARY—INDUSTRIAL—GROUP—HEALTH AND ACCIDENT 
FINANCIAL STATEMENT, JUNE 30, 1928 


ASSETS LIABILITIES 

MRGAl CAGEE OWNER... 55<cdicaics 3 s.0:6-4s,6:cecouut $1,619,707 .46 Net Reserve (American Experience Table, 3 and 
Real Estate Contract for Sale................ 141,240.29 eRe RE Mare APOE 2 $26,645,305 .00 
TT II fs whan vg nidle eles 0 sisiwicinn Catala 12,615,532 .37 Reserve for Death Losses in Process of Adjust- 
EMOMRTORMEE he oS A re ca orek wed wa weep 2,944,345 .61 SEE ET OO een ETT E Ee ee 369,619.16 
CME IMEI oes og oh toe nié. 6.0 «, si )0le ale hikers 10,335,318 .29 RUAN SE TEGO a aig. «ike Bec swheae eens 166,775.76 
GIN 20 hs AS ak ic fe 6! ciss'ane cing wadeies 2,113,210 .62 Miscellaneous Liabilities....................-- 352,004.74 
Cestiticates Of Deposit... 2... ccc ccccccscecs 22,637 .77 CIEE MOON iis ca eecnwes cols s ans $2,000,000 .00 
Interest Due and Accrued................02- 488,688 .39 Assignment Fund and Surplus.... 2,045,845.45 
Deferred and Uncollected Premiums.......... 1,088,767 .90 Surplus Security to Policyholders............. 4,045,845 .45 
PER CURGH IO EIS oe, oar als. aiarNn he a Hew Sa meee 210,101.41 

PRORM SABE hc etd eee, soi dias wl eiata ae $31,579,550.11 "TOEGN D ta is’ o iS eee ames $31,579,550. 11 

GAINS MADE DURING 1928 
Increase in insurance in Force, first six Months of 1928 ...................24-- $44,654,274.00 
Increase in Admitted Assets, first six Months of 1928 ...................00005% 2,048,444.41 
Insurance in Force June 30, 1928 Total Paid Policyholders Since Organizatio 
$511,355,241.00 $27,511,299.84 


Operates From Coast to Coast 


Canada to The Gulf The Republic of Cuba and Territory of Hawaii 
Gross Income Per Month Exceeds.................. $1,250,000.00 

















THE CONSERVATION OF HUMAN LIFE—THE NA- SURETY 


TION’S GREATEST ASSET—IS FULLY DISCUSSED IN 


HEALTH & WEALTH BICASUALTY 


A New and Comprehensive Survey of the 
Economics of World Health 


By Louis I. Dublin, Ph.D. 


Statistician, The Metropolitan Life Insurance Company } 


The eminent investigator and statistician named, in this entertaining | Special Automobile Rates 


and informative volume of 361 pages presents the results of years of 
study regarding the losses through sickness and death, and also 
describes measures and movement instituted to counteract such 
P losses. The principal topics treated are shown by the following chap- 





of BUFFALO, N. Y. 
(A New York State Stock Company) 


Insurance Policies provide for Assureds 





itles: je a ° e ° ine 
le pe Ee ee | participation in profits. Writing all types 
e conomics Tr. . 
The Cost of Medical Service | of the following classes of Insurance and 
What It Costs to Neglect Our Children - : 
The Problem of Heart Disease Bonds. ip 
ae eecenrgl Re. ag a 
4 | ACCIDENT CONTRACT BONDS 
b! Old 
Tao Gecas Resniean tome | AUTOMOBILE FIDELITY BONDS 
On the True Rate of Natural Increase BURGLARY JUDICIAL BONDS 
Tae teseeaies oF tune Ter Tames tinting ond Corsexs |] LIABILITY LICENSE & PERMIT BONDS 
Life, D rg ty oe. || Womkmnnes compe N MUCHLLAMEOUS BONDS. 
Has Pronibition improved the Public Hoatth? tea aiceain 
e 0: 0. nm uman e . 
This wae a eee — insurance men, physicians, public S F lus to Policyholders $1,7 , 
health workers and social workers. | Agencies 0 on 7 the Follo e g States 
PRICE, $3 | DELAWARE NEW JERSEY 
OHIO NEW YORK ‘ 
. | MARYLAND RHODE ISLAN 
THE SPECTATOR COMPANY | MASSACHUSETTS PENNSYLVANIA 
CHICAGO NEW YORK NEW HAMPSHIRE DISTRICT OF COLUMBIA 
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NOW ISSUED IN ONE VOLUME 


SUNDERLIN ON FIRE INSURANCE 


By Charles A. Sunderlin, A. B., LL. B, 
of the Los Angeles Bar 
Secretary and General Counsel of the Insurance Institute of Southern California 
Sunderlin’s Complete Educational Course in Fire Insurance 
Embracing 40 Lectures and a Copious Topical Index 
Can now be obtained bound in 


ONE VOLUME 
at the reduced price of 
$12.50 
Bound in buckram, with stiff cover, or in flexible imitation black leather 


This affords a great opportunity for those interested 
in fire insurance to obtain 
A VALUABLE, UP-TO-DATE TEXT AND REFERENCE BOOK 
AT A LOW PRICE 


These Lectures deal with the following general subjects: 


1—The Policy Contract—General 
2—Insurable Interest 
3—Public Relations 
4—State Regulation or The Police Power 
5—Cooperation and State Supervision 
6—Co-Insurance 
7—Valued Policies 
8—Professionalizing the Fire Insurance Busi- 
ness 
9—Construction and Operation of the Policy- 
Contract 
10—The Fire Insurance Rate 
11—Fire Insurance Reserve 
12—Agency and Brokerage 
13—Premiums 
14—Fire Prevention 
15—Waiver and Estoppel 
16—Coverage 
17—-Misrepresentations 
18—Warranties 
19—Matters Voiding Policy 
20—Matters Suspending Insurance 
21—Chattel Mortgage Clause 


22—Fall of Building Clause 

23—Negligence 

24—Cancellation 

25—Risks and Causes of Losses 

26—Requirements in Case of Loss 

27—Ascertainment and Amount of Loss—Ap- 

praisal 
28—Options of Company in Case of Loss 
29—Apportionment of Loss—Pro Rata Lia- 
bility 

30—Loss—When Payable—Non-Waiver by Ap- 
praisal or Examination 

31—Adjustments 

32—Subrogation 

33—Insurer’s Liability 

34—Mortgagee Interests 

35—Earthquake Clauses 

36—Use and Occupancy—Profits and Com- 
missions—Rents and Leaseholds 

37—Floating, Excess and General Cover Con- 
tracts 

38—Miscellaneous Forms 

39—Endorsements 

40—Reinsurance 


The broad scope of the Lectures, indicated by the above titles, renders them of incalculable value, as 
both text and reference works, to both men actively engaged in the fire insurance business and those con- 
templating entering it. It will be found of genuine service by executives, underwriters, adjusters, general, 
special and local agents; insurance brokers, lawyers and the public. 

In Sunderlin’s Lectures are answers to thousands of practical, every-day fire insurance questions, as 
determined by the courts. The user of these Lectures can fit himself the better for the intelligent handling 


of his business. 


TAKE ADVANTAGE OF THE LOWERED PRICE—DO IT TODAY! 


The 40 Lectures and Index, complete in one volume 
In either Buckram or Imitation Leather binding 


Price, $12.50 


The Lectures and Index in 41 separate pamphlets, $10 for the complete set; 50c per single copy 


THE SPECTATOR COMPANY 


CHICAGO 


Sole Selling Agents 
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PERHAPS 


You think Income Insurance is hard to sell, or 
That you cannot get the right kind of policies, or 
The right kind of Agency Contract, or 

There is too much ‘‘Red tape’’ in Claim Settlements. 


WE CAN 


Remove these objections for you, if you will tell us your story. Ours 
is a very ‘‘Human’’ organization, and we have had 25 Years’ ex- 
perience in dealing with individual problems. Let’s talk over yours. 


INTER-OCEAN CASUALTY COMPANY 


CINCINNATI, OHIO 


J. W. Scherr, Pres. W. G. Alpaugh, Secy. 























DISTRICT MANAGERS WANTED 


We have a few openings in North 
Carolina available to men who can 
qualify as organizers and personal 
producers. 

Exceptional contracts with top 
commissions and life time renewals. 


Openings at 
CHARLOTTE WILMINGTON 
RALEIGH WINSTON-SALEM 


Write F. A. HICKS, Superintendent 


Guarantee Fund Life Association 
Omaha, Nebr. 


ORGANIZED 1901 


Largest Organization of its Kind in America 














“A Life Insurance Company” 


Having a Special Proposition to submit to a 
selected limited number of people in the States 
of Maryland and Virginia desires to secure the 
services of two high-class Life Insurance Sales- 
men. 


Address: Confidential care THE SPECTATOR 











ACACIA 


An Institution—Not a Commercial Company 


Insurance in Force........... Over $275,000,000 
EES a eis eee Over $25,000,000 


Ideal Agents Month- 
ly Income _ Contract 


LOW NET COST REAL SERVICE 


Aeacia Mutual Life Association 


WILLIAM MONTGOMERY, President 
Washington, D. C. 





SECURITY FIRST 
























MIDLAND LIFE INSURANCE: COMPANY 
KANSAS CITY, MISSOURI 


THE COMPANY Backed and endorsed by the most substantial 
and influential business men in Kansas City 


THE MANAGEMENT Practical insurance men of long experience 
and conspicuous success. 


TERRITORY MISSOURI, KANSAS, OKLAHOMA, 
ec — COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretary 














THIRD EDITION 
Thoroughly Revised, Improved an Greatly Enlarged 


Fire Insurance Inspection a1¢ Underwriting 
By C. C. DOMINGE and W. O. LINCOLN 
Associate Members, National Fire Protection Association 
Members, Insurance Society of New York 
OVER 5000 DIFFERENT SUBJECTS TREATFD 
NUMEROUS ILLUSTRATIONS 
1020 Pages of Profitable Information 
A COMPLETE TEXT AND REFERENCE BOOK FOR 
Fire Insurance Inspectors ard Underwriters, Students, Firemen and 
Others Interested in Fire Prevention 
Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 
Chemicals and their Hazards Described 
Manufactured Processes and Special Hazards Listed 
Alphabetically Arranged—Printed on thin Paper—Bound in Flexible 
Cover ust the Book for the Underwriter in Office or Field 
PRICES 
Flexible Binding, $6.00 De Luxe edition, thumb indexed, 310.06 


THE SPECTATOR COMPANY 
CHICAGO «+ PUBLISHERS - NEW YORK 
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What the Policyholder Receives 


A policyholder who is entitled to the health services of the Life Extension 
Institute receives far more than a physical examination limited to a possible 


warning of serious trouble. 
* *K * a * 


He receives a critical survey of his whole life and body with a compara- 
tive study of his personal and family history, general living habits and 


activities. 





* * KF * * 


He receives detailed, comprehensive reports pointing out any need for 
medical treatment, for correction of physical defects, or better regulation 


of the ways of living. 
* * Bs * * 

He receives adequate educational health literature critically discussing 
various phases of disease prevention and healthful living, and he also has the 
right to communicate with the Institute at any time for leaflets on any 
phase of correct personal hygiene in which he is interested. 

* * ok a * 


Everything in connection with the examination is absolutely confidential 
between the Institute and the policyholder. 
* * * * * 


In the past fifteen years the Institute has examined more than 600,000 
men and women and has accumulated priceless data bearing upon the best 
methods of analyzing human lives and human bodies, interpreting the con- 
ditions found and conveying counsel as to the upbuilding of health. 


Send for these Free Books on Health 


The Institute has selected below a_ with our booklet ‘“How to Live Long.” 
group of leaflets on correct personal If you are interested either from an 
hygiene and will be pleased to send individual or insurance standpoint, 
you free, upon request, copies of any kindly send in the coupon below. Your 
two of these “Keep-Wells” together inquiryinvolvesnoobligationofany kind. 


LIFE EXTENSION INSTITUTE, Inc. 


25 WEST 43rd STREET, NEW YORK CITY, Telephone: VANDERBILT 1494 











“Keep-Wells” “Bow To Live Long” 
We shall be pleased to send you free of charge any two of the Life Extension Institute, Inc., 25 West 43rd Street, New 
Leaflets listed below. Kindly check the two you wish and York City: Send me free of charge the booklet “‘How to Live 
check duplicate numbers on the coupon opposite. Long” describing the Institute’s services and Keep-Well Leaf- 
lets Nos. 1, 2, 3, 4, 5, 6, 7, 8. [Check two leaflets desired.] 

[1] Prevention of Organic Disease. [5] Tumors and New 

[2] Protecting the Lungs Growths. DN os eae ei sa ne bso Sn50k s koe eee 

[2] Hygiene at Biddle Life. ah alow nap Se ee ie PPE Ee ee Oe ee ee TP Pee 


[4] Overweight and Underweight. [7] Focal Infections. 
[8] Nerves and Grouches. PERUCEDOO COMNDRNG 555505. 5 5's 6 versiones sole ee a ae 














